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Trends of Past Slumps Indicate Future of Present Downturn 


New York—Comparison of 
the current slump with the 1948- 
1949 and 1953-1954 downturns 
provides some clues to future 
business activity. Two cautiously 
optimistic factors stand out this 
time: 

e While the current downturn 
is disturbing it’s not worse than 
either of the other two recent 
business slumps. 

¢ Recovery may not be so far 
in the future as many pessimists 
are now intimating. 

But the basic question 
“when.” Every purchasing exec- 
utive wants to know when he can 
expect a change in the economic 
climate. Inventories, buying, and 
price policies are closely tied up 
vith the current business activity 


IS 


evel. 

Actually, there is no exact 
nswer. Upswing will probably 
tart in one area, become con- 


‘agious, spread to other key sec- 
But based on historical evi- 
lence (what’s happened before) 
t won't be too many months 
rom now. 

Part of the evidence is sketched 
n the accompanying chart. It 
hows variations in the key hard 
woods sector of the economy. 

(Continued on page 4) 
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Quality, Price, Delivery, Service, 
Keys to New Lines for Distributors 


Donald Evans Tells Cleveland Purchasing Group 


How to Expand; Merle 


Miller Offers Checklist 


Cleveland—Buyers for distributing companies must adhere to 
the rigid checklist of quality, price, delivery and service in choosing 


new lines and new vendors. 

This was the opinion of Don- 
ald H. Evans of Angle Products 
Co., Cleveland, during a forum 
on “How to Select Vendors” at 
the February meeting of the Pur- 
chasing Agents Association of 
Cleveland. 

The supplier, Evans said, to 
ensure regular deliveries must 
have a close knowledge of his 
available capacity and must keep 
the purchaser notified of changes 
in production schedules to pre- 
vent periods of short supply. 

The service factor goes well 
beyond mere deliveries, he 
added. It includes keeping the 
purchaser supplied with subse- 
quent data on replacement parts, 

(Continued on page 29) 


How Does U.S. Know How Many 
Unemployed? It Uses 3 Sources 


Washington — Ever wonder 
now the government gets its un- 
employment figures? 

Is it some guesstimator in the 
Labor Department making a wild 
estimate? 

Or does the government use a 
sound scientific approach to get 
an estimate of current unemploy- 
ment figures as accurate as hu- 
manly possible? 

To answer these questions for 
purchasing executives who are 
keeping a close watch on unem- 


ployment figures, PURCHASING 
WEEK put its Washington bureau 
on the job to find out how the 
job is done. 

Here is its report: 

Toward the end of this week 
a big univac machine at the 
Census Bureau will start to whir, 
and Washington will eagerly 
await the result of its electronic 
deliberations. 

For two days and two nights 
some 35,000 punch cards were 

(Continued on page 29) 


Armed Forces 
Selling Surpluses 


Washington—To cut overhead 
costs and streamline the military 
supply system, the armed forces 
are digging deep into their heavy 
inventories. They are trying to 
pry out excess supplies. 

The results: 

e Almost every week, there's 
a military surplus sale somewhere 
in the country. Over 100 installa- 
tions sell surplus military goods 
either through public auction, 
sealed bids, or negotiated sales. 

(Continued on page 30) 


WILLIAM ELLIOTT, Manager 
of Crude Oil Purchases, Leon- 
ard Oil Co., who was killed 
in recent air crash. See story 
on page 30. e 


Recession or Not: 
Living Costs Rise 


Washington—Prices continue 
their upward spiral with no indi- 
cation of a downturn in the offing 
despite the continuing recession. 

As other economic indicators 
fell off farther during January, 
consumer prices made their great- 
est month-to-month leap in 18 
months. The government re- 
ported last week that the con- 
sumer price index rose 0.6°¢ dur- 
ing January to a new record high. 

Of especial interest to purchas- 
ing agents, wholesales prices also 
continue to range higher and 
higher. These climbed 0.3% dur- 
ing the week ended Feb. 18. 


Congressmen 
And Ike Agree, 


No Tax Cut 


Washington— The Congres- 
sional Joint Economic Commit- 
tee lends its support to Pres. 
Eisenhower's view that now 
not the time to cut taxes. 

The Democratic - dominated 
committee does, however, urge 
the Administration to move force- 
fully and immediately in some 
other directions to halt the cur- 
rent business slide—a downturn 
that Eisenhower last week for 
the first time characterized as a 
recession and even once, through 
an obvious slip of the tongue, as 
a “depression.” 

Chairman Wilbur Mills (D. 
Ark.) and the majority of the 
joint committee, in a report last 
week on the 1958 economic out- 
look, gave a tax cut only third 
priority on their list for action, 
which goes like this: 


is 


e First, loosen credit without 
hesitation; there is “no reason 
why the monetary authorities 


should, under today’s conditions, 
hold back on supplying additional 
reserves to the monetary system.” 
e Second, accelerate federal 
expenditures for highway con- 
struction, school building, water 
(Continued on page 30) 


G.E., Sunbeam End 
Fair Trade Battle 


New York—General Electric’s 
and Sunbeam’s decision to aban- 
don “fair trade” (fixed retail 
prices, marks the end of a long 
fight. These companies had been 
spending millions in suits to en- 
force fair trade contracts. 

It means that stores all over 
the country can now sell G.E. 


(Continued on page 4) 


(Continued on page 30) 
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Perspective 
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A dose of optimism is nearly always part of a doctor’s prescrip- 
tion. A glance at the chart topping this page spotlights two points 
often forgotten by the more faint-hearted. 

It shows the current sag so far is no more serious than the two 
most recent so-called “rolling adjustments” in 1949 and 1954. 
Also significant is the trend line-drawn through the graph. That 
indicator emphasizes that up to now, at least, the recession is 
hardly a ripple in a long term up-trend. 


Tickle a consumer’s fancy price-wise and you still get results. 
Decision of General Electric and Sunbeam to quit fair trade 
minimum price requirements on home appliances last week dem- 
onstrated that point. A price war broke out among New York 
department stores as retailers scrambled to outdo each other to 
benefit from runs on many items. 


On a day-to-day basis, a certain amount of indecision prevails 
(Continued on page 29) 
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You can’t afford to ignore farm tags in any comprehensive analysis of the 
overall price structure. 
Ihe fact that farm prices are still firm to rising can be important to you— 
even where these products don't enter directly into your own purchase mix. 
Farm fluctuations influence general price indexes and often indirectly affect 
the demand and price of items you may be purchasing. 
* e ° 


Here’s a few of the side-effects to look out for: 

¢ Obscuring effect——-Weaknesses in the industrial items you buy may not 
show up in a general price index because of an upward counter movement in 
farm prices. That’s why it’s so important to look at individual as well as total 
trends. 

¢ Buying power effect—High food prices tend to sift off available con- 
sumer incomes. They reduce demand by leaving less cash for spending on 
cars, refrigerators, and other big ticket consumer items. 

¢ Raw material effect—Many farm items, such as cotton, wool and leather, 
are used in industrial products. Where they are, they can vitally effect your 
Own cost picture. 


A closer look at farm tags reveals just how firm they have been in the face 
of general deflationary pressures. 

Based on official Bureau of Labor Statistics wholesale indexes, farm prod- 
ucts are up 4.8% over the past year. Processed food quotes show an almost- 
as-big 4.3% rise. 

Almost all groups are contributing to this upward movement. 


More important, there’s every indication that firmness will continue for the 
next few months. 


Actually this situation isn’t as amazing as first glance might indicate. 

lo a large degree farm price behavior is independent of the general eco- 
nomic situation. A lot of non-economic factors enter into the price picture. 

Basically, it’s government propping action that is keeping up prices. With 
a national election coming up, it’s extremely unlikely that anything will be 
done to reduce these supports. 

Severe winter weather has been 
Fruits, vegetables, livestock, and feed 
frigid February weather. 


another—though short-term—factor. 
grains have all been affected by the 


Finally, you can’t ignore the generally non-cyclical nature of farm output. 
Recession, or not, people still have to eat. 


The cost of living index, which is heavily weighted with food, reflects this 
current strength. 


2 percentage point food jump in January, the index 


soared to an new record high of 122.3 (1947-49 equals 100). 
\lso contributing to the rise was the continuing slow long-term uptrend in 
the cost of services. See page | for further details. 


Led by a startling 


Che importance of the rise can’t be minimized. It put’s consumers in a 
sort Of a “cost-price” squeeze—slump-affected income going down at a time 
consumer prices are going up. 
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This Week's Commodity Prices 


Year Yrly % 
Feb. 26 Feb.19 Ago 


METALS 


Pig iron, Bessemer, Pitts.. gross ton 
Pig iron, basie valley, gross ton 

Steel, billets, Pitts. net ton 

Steel. structural shapes. Pitts., ewt 
Steel, structural shapes. Los Angeles, ewt 


Steel, bars. del.. Phila., ewt 

Steel, bars, Pitts., ewt 

Steel, plates. Chicago. ewt 

Steel scrap, #1 heavy, del. Pitts., gross ton 
Steel scrap, #1 heavy. del. Cleve., gross ton 
Aluminum, pig, Ib 

Secondary aluminum, #380 Ib 

Copper, electrolytic, wire bars, refinery, lb 
Copper scrap, #2. smelters price, lb 

Lead. common, N.Y., Ib 


Nickel, electrolytic. producers, lb 
Nickel, electrolytic, dealers, Ib 
Tin, Straits, N.Y., lb 

Zine, Prime West. East St. Louis, lb 


FUELS 


Fuel oil #6 or Bunker C, Gulf. bbl 

Fuel oil #46 or Bunker C, N.Y. barge. bbl 
Heavy fuel, PS 400, Los Angeles, rack, bbl 
LP-Gas, Propane, Okla. tank ears, gal 


Gasoline, 91 oct. reg, Chicago. tank car, gal 
Gasoline. 84 oct. reg, Los Angeles, rack, gal 
Coal, bituminous, slack, ton 

Coke. Connellsville, furnace, ton 


CHEMICALS 


Ammonia, anhydrous, refrigeration. tanks, ton 
Benzene, petroleum, tanks. Houston, gal 
Caustic soda. 76% solid, drums, carlots, ewt 
Coconut oil, indelible, crude. tanks, N.Y. Ib 
Glycerin. synthetic, tanks, Ib 


Linseed oil, raw. in drums, carlots, lb 

Phthalie anhydride, tanks, Ib 

Polyethylene resin, high pressure molding, carlots, 
Rosin, W.G. grade. carlots, f.o.b. N.Y. ewt 

Shellac, T.N., N.Y. Ib 


Soda ash, 58%. light. carlots. ewt 

Sulfur. crude, bulk, long ton 

Sulfuric acid, 66°. commercial, tanks, ton 
Tallow, indelible. faney, tank ears, N.Y. Ib 


Titanium dioxide, anatase. reg. earlots. Ib 


PAPER 


Ib 


Book paper, A grade, Eng finish, Untrimmed. carlots, 


CWT 


Bond paper, #1 sulfite. water marked, 20 Ib carton lots, 


CW! 


Chipboard, del. N.Y.. carlots, ton 
Kraft liner. 42 lb del. N.Y., ton 
Wrapping paper. std, Kraft, basis wt. 50 Ib rolls 


Gummed sealing tape. #2, 60 Ib basis, 600 ft bundle 


BUILDING MATERIALS 


Brick, del. N.Y.. 1000 

Cement. Portland. bulk, del. N.Y., bbl 

Glass. window, single B, 40” bracket. box 

Southern pine lumber, 2x4, s4s. truecklots, fob N.Y. 
Douglas fir lumber, 2x4, sts, trucklots, fob N.Y. 


TEXTILES 


Burlap, 10 oz, 40”. 100 yd 

Cotton, 1”, N.Y... Ib 

Printcloth, 39”, 80x80, N.Y., spot, yd 
Rayon, satin, acetate, N.Y., yd 

Wool tops, N.Y. lb 


HIDES AND RUBBER 


Hides, cow. light native, packers, Ib 
Rubber. #1 std ribbed smoked sheets. Ib 
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New Orders Drop Listed As Cause | ~~ 


Steady Decline Noted in ‘57; December Level Hit] © | none 


70% Below January of 


Cleveland—Sharp drops _ in 
w orders will soon be followed 
heavy shipment cutbacks for 
st machine tool manufac- 
ers. It means increasing com- 
tition among the large as well 
the “alley operators” of the 
lustry. Purchasing executives 
\| find some slim price shavings 

high costs will keep tags in 
st tool areas near the °57 
ark. 

New orders for machine tools 

ve been riding a sharp down 

| curve. Total 1957 orders 

re just shy of $520 million, a 

od “peacetime” year, but some 

$% below the 1955 and 1956 
totals. 

Last Year’s Trend Significant 

Even more significant, how- 
ver, is last year’s monthly trend. 
Note the steady decline in 1957. 
See accompanying chart. Total 
1achine tool new orders dropped 
to $18.7 milion in December— 
70° below January of last year 
—the lowest monthly level in 
over eight years. 

rhe outlook for 1958 for the 
tool makers is for more of the 
same. Continued lagging demand 
from appliance, automotive, farm 
mplement, and aircraft) manu- 
facturers will further depress new 
orders. Best guess for total new 
orders this year is from $475- 
5480 million—some 8° below 
1957. 

But it’s sales rather than 
rders which are really due for a 
sharp drop in 1958. Note in the 
chart above how shipments fol- 
ow new orders with about a 
2-month lag. The chart foretells 

1958 sales story as shipments 
we the effect of last years new 
order downturn. 

Shipments in 1957, as_ indi- 
cated in the chart above. totaled 
‘843 million. That was less than 

below the year before and 
ell above the 1955 total. But 
lipments this year are expected 
to drop to near $500 million— 
(O° below 1957, 

he excess of shipments over 
ew orders last year dropped 
ew order backlogs to three 
ionths in January—down from 

e six-month figure of a year 
oO. 


‘oreign Competition Adds Woes 


To add to toolmaker woes. 
iternal competition from foreign 
ult machines is increasing. 
.\merican tool builders are faced 
V a waning export market for 
ieir goods. 

U. S. imports of cutting-type 
lachine tools will also hurt. 
hey increased by some 50° in 
oth 1956 and 1957. Foreign 
Olmakers, with lower labor 
osts, have been able to under- 
ut American sellers. 

This situation could well lead 
O more and more domestic tool 


nanufacturers having their prod- 


icts built in foreign countries. 
Pricewise, this dip in activity 
vill be more likely to prevent 
ny hikes, rather than cause any 
xtensive cuts. Higher © steel 


rices, and upped labor costs ex- 
nected by midyear, will put fur- 
her pressure on manufacturers’ 
margins. But stiffening competi- 
tion from both small and large 
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Tool Producers Plan Cutbacks: of Dollars SHIPMENTS & NEW ORDERS | 


‘ 


OF MACHINE TOOLS 


Last Year; Outlook Same 1,000 + 


shops will prevent any extensive] so 
tag boosting. 

The industry itself is taking 
steps to promote new business.| ©% 
It is fast developing automated 
machine tools feasible for small 


OOK | 400 

plants. This is done through 

“numerical controls,” a system 

thereby tane or car - ; 200 ! ! l 
whereby tape or cards store the 945 1946 1947 1948 1949. 1950 1951 952. 1953 954. 1955 35¢ 9% 
reproduction information. i: ‘Sietacalh Cisetian taek Gaimaes* damental 


What makes 


V-Belt 


your best belt 
by far 


ct 


“Sn. ee: aye” Special tension members of steel cable 

pgs or exclusive, synthetic Triple-Tempered 

A (3-T) Cords—carefully tempered with 
Tension, Temperature and Time for 
maximum strength with minimum 
stretch. 


Tension and compression sections of mildew-inhibited 

rubber compounds—designed to the job—and manufac- 
FA tured to team perfectly with whatever type load- 
carriers are used. 


Envelope of exclusive, bias-cut fabric impregnated with a mini- 
mum dusting, mildew-inhibited, friction-balanced rubber compound 
for long running without sticking or grabbing in the grooves. 


—-AND IT PAYS OFF IN 


ynal Stabi for belts that don’t shrink or stretch in storage — for matched sets that 
stay matched 


nath and | 7 on the drive— for maximum resistance to shock loads — minimum 
creep and take-ups 


rT 
he 


for maximum trouble-free, horsepower hours of operation— 
lowest possible power transmission costs 


—-SO NEXT TIME YOU NEED V-BELTS 


— be sure you get belts with the Green Seal. See your Goodyear Distributor for details. Or 
write Goodyear, Industrial Products Division, Lincoln 2, Nebraska, or Akron 16, Ohio. 


or meet sp 
LE V-BELTS with the GREEN aia 
Me? 


GOODFYEAR & 


THE GREATEST NAME IN RUBBER 


0) 


Watch *‘Goodyear Theater’ on TV—every other Monday, 9:30 P.M., E.S.T. Green Seal~T.M. The Goodyear Tire & Rubber Company, Akron, Ohio 
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This Week’s 


Washington 
Perspective “°° 


The indecision in Washington over how business is going is 
beginning to have as much effect on the economy as the classic 
indicators themselves. What we are saying is this: Conflicting 
ideas on what to do—tax cuts, more public works, easing credit- 
are beginning to caution businessmen to take an attitude of wait 
and see. 

You are getting this talk: A businessman would be foolish 
to take definite actions while the conflict in Washington con- 
tinues. So, a company doesn't buy, or defers plant expansion, 
or decides not to merchandise a new line until the officers know 
whether prices are going to change, whether government spend- 
ing is going to increase, or taxes are going to be cut. 

The doubts seem to be feeding on each other, thus contribut- 
ing to the economic lethargy. 


Washington officials admit they have no simple answer. The 
President last week came off a too rigid estimate of when the 
recession would begin to end and when the upturn might be 
expected. As you recall, a couple of weeks ago he left the im- 
pression in a formal statement that March unemployment sta- 
tistics would show the trough of recession, and indicate an 
upturn was near at hand. Now, the President feels the need 
to set back his estimate to mid-year. And he wants more than 
one statistic to give the trend. 

Last week’s consumer price index gives no clue. (see page 1.) 
The figures are surprisingly up—totalling 0.6 of a point. Food 
was the major factor in the rise, and can be discounted in part 
because Florida citrus and vegetable production was hit by 
cold weather. An indicator of the recession came in the trans- 
portation item though, showing that auto prices are depressed. 


We admit having no crystal ball, but some government anti- 
recession actions seem to be almost inevitable. Ticking them off 
may serve to firm up some business planning. 

Obstacles to increased spending for highways will be removed. 
The easiest to do, and thus the most predictable, is the removal 
of the pay-as-you-go ceiling. That is the so-called Byrd Amend- 
ment that prohibits the highway administrator from spending in 
any year more than the gasoline, tire and transport tax revenues 
bring in. The limitation will be lifted either by simple fiat, or by 
permitting the government to issue bonds against future revenues. 
Either way, more money for materials will be available. 

Credit for business borrowers will be eased farther. The dis- 
count rate, which is a governor of the interest borrowers pay 
for loans, will be reduced from the present 234 %. There is a lot 
of talk of a reduction to 2% or thereabouts. 

A tax cut for individuals, and maybe small corporations, is 
becoming more likely. This remedy will come last, late in the 
Congressional session, and after other remedies are ordered. 
There is this dilemma: what kind of tax cut to vote that will 
put money into buying in the short term emergency and how 
to offset the reduction in revenues when the treasury is in a 
delicate black ink-red ink position. 

This conclusion is certain: even the most pessimistic do not 
believe the recession is going to last long enough to depress 
prices, or wages. They will be the last to drop, and they aren’t 
forecast. Rather, the pulling and hauling is over how best to 
take care of the short run. 

& oe e 


The latest list of the 100 largest defense contractors con- 
tinues a trend that shows almost all of them hold contracts for 
jet aircraft, missiles, ships and related facilities—construction of 
airfield, missiles launching sites, or manufacture of electronic 
gear and fuels. 


Weekly Production Records 


Latest Week Year 

Week Ago Ago 
Steel ingot, thous tons 1.468 Lats 2.456 
Autos, units 92.798 101,656 138,938 
Trucks, units 17.476 18,709 23.342 
Crude runs, thous bbl, daily aver 7.506 7,520 7,795 
Distillate fuel oil, thous bbl 12.008 11,96] 13.858 
Residual fuel cil, thous bbl 7.769 7,615 8.651 
Gasoline, thous bbl 25.937 26,559 25,673 
Petroleum refineries operating rate, % 82.1 82.3 87.6 
Container board, thous tons 134.878 133,062 127,350 
Boxboard, thous tons 137.712 126,171 134,943 
Paper operating rate, % 84.9 88.1 97.4 
Lumber. thous of board ft 234,221 216,432 226,005 
Bituminous coal, daily aver thous tons 1,328 1,243 1,625 
Electric power, miilion kilowatt hours 12,338 12,417 11,920 
Eng const awards, mil$ Eng News-Rec 304.7 338.5 321.2 


4 


Past Slump Trend 
Indicates Future 


Near Future Recovery 
Termed Highly Possible; 
Production May Go Up 


(Continued from page 1) 
This is the area that traditionally 
takes the brunt of the recession 
and is first to feel the welcome 
breath of recovery. 

Production, rather than sales 
or some other dollar figures, has 
been chosen to illustrate the 
cycles. That’s because production 
is a physical volume measure. It 
eliminates the effect of price 
changes. 

Disregard Sharp Dips 

In reading the chart, disregard 
the sharp dips in mid-1952 and 
mid-1956. These are the effect of 
steel strikes—and represent lack 
of raw materials rather than lack 
of new orders. 

Note the following points of 
similarity in all three downturns. 
The first two ran about a year. 
The current one is about that old 
also. 

The 1948-1949 slump lasted 
12 months—with output falling 


17%. The 1953-1954 © slide 
lasted 11 months with output 
down 15%. The current slump 


has been on 13 months with out- 
put down also about 15%. 
Began as Inventory Changes 

All began as inventory correc- 
tions, and upswing set in when 
business began to refill depleted 
shelves. Of course, conditions are 
somewhat different today, and 
what happened before won't 
necessarily happen again. 

But there are points of simi- 
larity in addition to expected in- 
ventory reversal, like strong 
housing, easier credit, and gov- 
ernment buying. These lend a 
note of cautious optmiism. 

Note also that the long term 
secular trend has been upward. 
That’s shown by the straight line 
in the chart. Despite cycles, 
growth has been upward. Thus, 
output depressed as it is today, is 
still somewhat above the bottom 
of the 1953-1954 down-slide. 
Caution Emphasized 

A word of caution: The fact 
that there are some positive signs 
is no reason for complacency. 

Anytime 4.5-5 million people 
are unemployed, there’s a need 
to stop and take inventory. And 
that’s just what’s being done now. 

Anti-slump measures, like a 
tax cut and increased public 
works will be thrown into the 
breach if slump doesn’t fizzle out. 
Both political parties are com- 
mitted to this. 

By the end of year output 
should be comfortably above cur- 
rent levels. More important: 
Prognosis is for continuing long 
term growth trend. 

There is a tremendous unsatis- 
fied demand for highways, water, 
and sewage facilities. 


Molding Firm Formed 


Burlington, N. J.—A_ new 
company, Modular Molding 
Corp., has been formed to manu- 
facture modular sandwich panels, 
corrugated fiberglass translucent 
building panels, and flat glazing 
materials, in the Delaware Valley 


area. 
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FOOD DID IT, Ewan Clague, Labor Statistics Commissioner, says in 
reference to January rise in cost of living, biggest since July 1956 


Recession or Not; Living Costs Rise; 
Wholesale Prices Continue Upward 


Index Indicates Gain in Other Items, Fuel, Gas; 


Government Economists 


(Continued from page 1) 

The increases in both whole- 
sale and consumer prices was 
sparked by the rise in food costs. 
Consumer food prices last month 
jumped 1.8%—mainly because 
of bad weather which ruined 
many southern crops. 

But the index also showed an 
overall gain in the prices of other 
products. Increases were regis- 
tered for fuel oil, gas, electricity, 
medical fees, face cream, tooth- 
paste and other items for personal 
care. These more than made up 
for declines in home appliances, 
used cars and household textiles. 

Top government economists 
are pessimistic that prices will be 
coming down soon. They reason 
that the recession won't last long 
enough to make any dent in the 
price level. 


Prices Last to Drop 


They point out that prices tra- 
ditionally are among the last 
economic indicators to come 
down in a recession. If, as Presi- 
dent Eisenhower and his eco- 
nomic advisers expect, business 
turns upward in mid-year, the 
“Jag” in prices wouldn't have time 
to catch up with the business de- 
cline. When things started pick- 
ing up, there would be no incen- 
tive to reduce prices. 

The fact that prices are not 
coming down stems only partly 
from the reluctance of business- 
men to lower their price tags. It 
also reflects certain “rigidities” in 
the price structure itself. Certain 
costs, such as transportation, re- 
main fixed regardless of whether 
the economy is shrinking. 

And higher labor costs leave 
less room to power prices. The 
C.P.1. rise will push labor costs 
even higher by providing auto- 
matic wage increases of 2-3¢ an 
hour for 1.3 million workers cov- 
ered by escalator clauses in their 
wage contracts. 

About the only way for busi- 
nessmen to lower prices at pres- 
ent would be to take a loss or to 
cut further into their profits 
which have been under a squeeze 
for months. 

Government economists expect 
the same sort of situation on 
prices to prevail as during the 
1953-54 recession. With the ex- 


Pessimistic on Drop 


ception of wholesale food prices 
the price level remained stable 
and then rose as business swung 
off on a new boom in 1955. 

The high prices are not stop- 
ping consumers from buying. Re- 
tail trade rose in January despite 
the further downturn in industrial 
production. 

But the business purchasing 
situation is something else. The 
Commerce Department in an- 
other report last week noted that 
business industries were cut back 
$2.7 billion during the last quar- 
ter of 1957. Indications are in- 
ventory dis-investment continued 
during January. 

The report showed also that 
gross national product in 1957 
totalled $434.5 — billion—S“% 
greater than 1956. But inflation 
accounted for 4% of the rise, 
leaving an actual advance of only 
1%. 

Personal income rose $13.5 
billion to $343.5 billion for the 
year. Personal income for Jan- 
uary stayed at the same $343.5 
billion rate. 


California P.U.C. 
Denies New Rates 


San Francisco—The California 
Public Utilities Commission has 
denied the so-called “bird cage” 
shipment rates requested jointly 
by California railroads and truck 
carriers. 

The rail-truck rate application 
had sought to charge on a volume 
basis for shipment of certain ligh 
and bulky goods on less-than-car- 
load shipments. The propose: 
volume rule would have applic 
only when pickup and deliver 
service is provided. 

During 14 days of public hear 
ings, witnesses for Southern Pa 
cific Company and Pacific Moto 
Trucking Company, a_ wholly 
owned subsidiary of Southern Pa 
cific, testified that heavy losse 
resulted from transportation © 
freight which is bulky but light i: 
weight. 

The commission suggested tha 
carriers seeking means of charg 
ing more for light, bulky goods 
“initiate a program of developin; 
the facts necessary for justifica 
tion, in a subsequent proceeding 


March 3, 195€ 


° price proposal, he said dealers|3F° . 
Jealers Seeking have asked manufacturers to in- Timken Co. Develops Two Small Wheel Bearings 
- clude some sort of quota system 
yenate Probe in sales franchises to protect a} Canton, Ohio—The Timken|that may eventually be built infand a width of .560 in. The 
. ‘ , | dealer selling one make of car in|Roller Bearing Co. has devel-|the United States. smaller bearing has a bore of 
>f Bargain Cars . high cost wage from ‘Fumous oped two new low cost bearings According to the company, the -6875, outside diameter of 1.5 0 
competition by a dealer selling}with a high capacity rating for|smaller size bearings will provide} in., and a width of .545 in. 
} er the same make of car in a nearby, |their size. The bearings were de-| additional savings in hub ma- 
Decry Two-Price low overhead area. ; __|signed for use in small economi-|terials and allied parts such as 
System on Sales gedit pe executive = cal automobiles but their applica- seals and nuts. | Light Fuel Oil Price Cut 
$s group will also sponsor a bill|tion for farm machinery, boat rimken calls the bearings the 
to State Governments in Congress to permit manufac-|trailers, and small size conveyors]|most economical ever made by| Jacksonville—Light fuel oil 
turers to write territorial security | also seems likely. the firm and says production was| prices have been cut by the 
Washington —Spokesmen for — in dealer franchises. Timken Says that while the}made possible by metallurgical] Standard Oil Co. (Kentucky). 
: he nation’s auto dealers have is, Bell said, would get}bearings were designed specifi-}and production methods devel-| Tags on No. | light fuel oil are 
duet ten Genatn committee i around a Department of Justice} cally for small cars similar to the}oped during the past few years.}down 1.3¢ per gallon. Prices on 
estigating automobile industry —- that, under present law, European type, they also will fill] The company says the larger}No. 2 light fuel oil have been 
icing practices to check on a such auses might violate anti- any possible wheel bearing re-| bearing has a bore of 1.0625 in.,Jreduced 1l¢ per gallon it was 
ontroversial “bargain car” pur- trust laws. quirements for similar type cars| outside diameter of 1.980 in.,| announced. 
hasing program (P.W., Feb. 3, 
yg. 1). 
Carl E. Fribley, a past presi- 
lent of the National Automobile 
yealers Association, deplored the 
= ndustry’s “preferred pricing or 
os ‘wo-price system” in sales to ° 
tates, local governments, and e hd 
ax-supported institutions. EPS In ouse am WI 
+ Fribley said this practice has 
rown to the point where bids re- 
ceived in New York state last De- 
cember indicated manufacturer 
subsidies to dealers of from $425 
OS; to $475 a car, exclusive of excise 
taxes. 
Cheap Cars Sold Used at Cost 
ICS This large subsidy, Fribley told 
ible the committee, makes it possible 
un for “preferred buyers”’—such as 
state governments—to sell their 66 
Op- vehicles after eight to 12 months e 99 
Re- at public auction for as much or XC usive ra ume 
pite more money than it would cost 
ral to replace them. 
. Fribley said this puts the state 
INE in “direct competition with its 
rhe own taxpaying citizens, the new 
an- and used car dealers within its 
hat boundaries.” He also emphasized 
ICK that it could further weaken the 
lar already depressed used car mar- 
In- Le 
ued “ 
Wants Uniform Price 
hat The N.A.D.A. told the Senate 
és committee it wants manufacturers 
) to return to the old practice of 
1081 having a nationally advertised 
se uniform delivered price for cars 
nil and trucks. 
— Frederick J. Bell, Executive 
J.J Vice President of the association, 
the declared this would help “restore 
igi public confidence in the pricing 
Jd tructure of the industry.” He said 
t would also remove the oppor- 
‘unity for “unscrupulous men to 
idvertise fantastic discounts 
vhich bear no relations to the 
ruth.” 
nia \sk More Protection 
ha Bell outlined the program of 
ge scommendations adopted by his 
ntl ‘sociation at its annual conven- 
uct iON. 
In addition to the uniform MORE IGHT PER DO] J AR! 
101 eee ca 
114 
igh ) - 
. tromberg Carlson Plans “ULTRALUME”™ phosphorscoat the THAT’S WHY a Westinghouse lamp ALL Westinghouse fluorescent lamps 
ser Automation Data Service inside of every Westinghouse fluores- will give you more light at less cost... have “Ultralume”’ phosphors... there’s 
lic ee — cent lamp and produce the light you it takes as much electricity to light a one for every industrial, business and 
er Be A ge ang saa see. “Ultralume” phosphors assure “lazy lamp” as a Westinghouse. Anda home use. Specify Westinghouse on 
; me reais Cote, hes cote maximum brightness for the life of the W estinghouse lamp has a longer bril- every lamp order. Call your local au- 
“9 lane “plans Alaa ype alee 28 a yo Westinghouse has ‘‘Ultra- liant life... more light per foot, more thorized Westinghouse agent or write— 
0, \utomation data service. Oper- ume” phosphors. light per dollar. Westinghouse Lamp Division, Bloom- 
IIs iting tapes for numerically con- field, N. J. 
Py ‘rolled machine tools will be sup- 
sse plied. 
- Three high-speed computers : 
is vill furnish tape service for ma- you CAN BE SURE...1F iTS 
shine tools equipped with “Digi- ° 
- natic” controls. The new tools Westi nghouse WRT] IORES 
sro will be furnished by the Air 
i Force to aircraft manufacturers 
iin working on military defense pro- 
ha crams and are expected to be 
lias distributed on a national basis. 
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Drastic Crude Oil Cuts Can Halt 


Collapse in General Price Structure 


Reduction of 400,000 Bbl. Day for Six Weeks 
Predicted as Partial Solution to Problem 


New York—Only drastic cut- 
backs in crude oil production can 
prevent a collapse in the gen- 
eral price structure, “Petroleum 
Week”, a McGraw-Hill publica- 
tion, declared in its last issue. 

Crude production and actual 
refinery runs must be reduced by 
at least 400,000-bbl./day for 
about six weeks. If such a cut 
could be effected immediately, it 
would last until the end of the 
first quarter, a time a big reduc- 
tion in operations would be most 
effective in curtailing surplus in- 
ventories, the magazine says. 

With a continued weakness in 
product prices, a growing num- 
ber of producing areas are being 
hit with downward adjustments 
in crude postings. In some areas, 
an increasing volume of crude is 
moving at less than posted prices. 
Firms Reduce Prices 

Many companies have reduced 
their postings from 10 to 50¢ a 
bbl. Such selected price cuts 
could spread into a general re- 
duction in postings if the over- 
supply is not checked. 

This immediate 400,000-bbl./ 
day reduction in all areas east of 
the Rockies, could bring about 
an 800,000-bb./day decline in 
inventories for the first three 
months of the year, based on 
present demand estimates. 

Such a decline would be a sig- 
nificant one though it would not 
correct all of the inventory prob- 
lems unless demand should run 
higher in the remainder of the 
quarter than is expected. 


Refiners, Buyers Should Act 


Refiners, the buyers and con- 
sumers of crude, should take the 
initiative in cutting back their 
nominations for crude through 
orderly requests to conservation 
commissions in the prorated 
States, the magazine believes. 


Unfortunately, some _ states 
have not made cutbacks in out- 
put from their pre-Suez produc- 
tion rates. While demand in the 
first quarter ran above the imme- 
diate pre-Suez period, the con- 
tinued overproduction since last 
spring is one of the causes of the 
current supply inbalance. 


2 Diatomite Plants 
On West Coast Merged 


Los Angeles — The Great 
Lakes Carbon Corp. consolidated 
two of its dicalite diatomite plants 
on the West Coast last week. It 
closed the Walteria plant and 
moved its equipment to the plant 
at Lompoc. 

The supply of available crude 
diatomite in the area of Walteria 
was near exhaustion, the com- 
pany said. The move is expected 
to increase by 70% the produc- 
tive capacity at Lompoc for 
diatomite filter-aids, fillers, insu- 
lation, and other materials. 


Equipment transferred from 
Walteria will be installed as a 
separate unit, creating, in effect, 
two plants at a single location. 
Both plants will use common 
storage, shipping, and packing 
facilities and in addition will draw 
on the same deposit of crude 
diatomite. 


New York—Monsanto Chemical 
Co. has acquired the physical 
assets of Filtered Rosin Products, 
Inc., Baxley, Ga. Filtered Rosin 
makes gun rosin products. Its 
assets include facilities for gum 
collection as well as production 
of gum rosin and turpentine. 


ao 


Taxi Has Diesel Engine; 
Fuel Savings Claimed 


South Bend, Ind.—The fi 
diesel-engine taxicab put in se 
ice here has been sold by Stuc 


baker-Packard Corp., a lo 
firm. 
The four-cylinder fuel-inje 


tion diesel engine Mercedes-Be 
180-D was sold to Indiana C 
Co. Although it cost abo 
$1,000 more than an America 
built taxi, the cab company 1 
ported it gets 42 miles on a gi 
lon of 19¢ diesel fuel. India 
Cab expects to get its $1,0( 


back on fuel savings in one ye: 


xs 
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NEWEST OF THE GARLOCK y] 000 
’ 


SURFACE 


Treated with elastomeric 


binder and powdered 


graphite... 
surface 


tion 


NEW valve stem packing... STYLE 127 


reducing 


serves as a 
leveling and fric- 
element. 


JACKET 

90% asbestos yarn rein- 
forced with 2 strands of 
inconel wire for corrosion 
resistance as well as maxi- 
mum heat resistance. 


Long fiber asbestos, 
graphite, and a corrosion 
inhibitor all bonded to- 
gether in a way which 
assures flexibility. 


In the event the buyers fail to Je 
ask for cutbacks, the states them- ° ° ° In 
selves should take action. f h h h h fF t w 

i. Or Nl ressure, fl ermperature pervice 
Baltimore Council Plans | 
Laws to Aid Business : : “oh ic; This S - 

Here’s an outstanding valve stem packing which is ideally This Style 127 Valve Stem Packing is the newest mem- 
ee ee suited to extreme steam conditions. Withstands pressures ber of the Garlock 2,000 .. . two thousand different styles 
would get a break under a num- 90°F 
.- : 2 ; of 4000 psi.. and steam temperatures to 1200°F. as long as f packings, gaskets. ¢ seals et i needs *s 
ber of ordinances introduced in nk ren cited ad iis vO ast ieee nil ue er See a pote Seem. H's r 
the City Council this month. stuffing box itself does not exceed 750°F. It is unsurpassed the only complete line. That’s why you get unbiased 

One would gradually reduce as a high temperature oil refinery or steam power plant recommendations from your Garlock representative. Call 
levies on inventories of merchants packing. him... ask about the new Style 127. 
and manufacturers. Another pro- 
posal suggests special exemptions | 
for new and expanded industries. OTHER GARLOCK VALVE STEM PACKINGS 
Removal of a tax on advertising 
is proposed in still another. 

[he inventory measure would 
allow merchants and manufac- 
turers a 25% exemption begin- 
ning next fiscal year. Machinery 
manufacturers would receive the < ) : 

. ‘ Qe J 3 
same benefit. Taxes on equipment wm Me “ xe 2») | 
and inventory of i Strial plants 5 ni 27 : "os | a a Pero Nom 
aie ts ry of oo plants Style 5855-— Similar to 127, Style 17— A _ braided asbestos Style 117— A braided (or twisted) . 
wou e reduced LI annually but for lighter duty. Costs less, too. yarn treated to resist steam at high asbestos yarn treated for service . 
until the entire tax is eliminated. pressures and temperatures to against steam at low to medium it 
600°F. temperatures. } 
U. S. Steel Recalls 1,000 THE GARLOCK PACKING COMPANY, Palmyra, New York 

Lorain, Ohio—National Tube For Prompt Service, contact one of our 30 sales offices and warehouses throughout the U.S. and Canada. 

Division of United States Steel J 
Corp. has recalled 1,000 workers. 3 
The company will reopen two 

\ Packings, Gasket 1 L 
furnaces and two seamless pipe ,- @ -1 re. ro p+ < 9g ' 8, - Seals, Mechanical Seals, 
mills which were closed last Ku. Rubber Expansion Joints, Fluorocarbon Products . 
month. The action was prompted he 
by “a mild upturn in business.” r 
. Purchasing Week March 3, 1953 § “ 


1953 


Non-Ferrous Ore Output 
Will Be Upped for 1957 


will play a vatal role in the frame- 


out 350,000 metric tons of non- 
ferrous concentrates during 1958. 


apanese Seek 
China Trade Jump 


Tokyo—A Japanese mission 
visiting in Peking, and Japa- 
ese iron and steel officials antici- 
ite an increase in export of 
eel products to Red China this 
ear. The expected trade jump 
ould be from 58,000 tons in 
57 to 200,000 tons in 1958. 
At the same time, Japanese 
ports of iron ore and coking 
val from China also are ex- 
ected to increase. 
Since Japan depends on the 
_S. for 90% of its coking coal 
nd scrap iron imports, there is 
some concern the mission may 
prove detrimental to Japanese- 
United States relations. 
However, an industry leader 
maintains that increased imports 
of such commodities from China 
would in no way affect such im- 
ports from the United States. 


Vienna, Austria—The non-fer- 
rous ores and metals industry 


work of the Bulgarian 1958 in- 
dustrial output, slated for an 
11.6% value increase over 1957. 

That country expects to turn 


This will be done by utilizing full 
capacity of the flotations plants 
completed last year. 

Almost 30% of the total pro- 
duction, or 106,000 metric tons, 
has been destined for export. 
Furthermore, the plan for 1958 
foresees the commissioning of a 
lead-zinc concentration plant of 
undisclosed capacity. 

If the state production plan is 
fulfilled, the total Bulgarian in- 
dustry output will reach a value 
of $436,764,900. This is against 
a production value of $392,649,- 
000 as recorded in 1957. 


Japan Takes Top Spot 
In Shipbuilding Output 


London—Japan’s lead as the 
vorld’s topranking shipbuilder 
vas increased 700,000 gross tons 
‘ast year, for a total of 2,432,506 
‘ons of shipping launched. 

Britain barely edged out Ger- 
any for second place with 1,- 

13,701 tons against Germany’s 
231,152, according to Lloyd’s 
egister of Shipping statistics. 
Britain’s share of world ship- 
uilding output has fallen sharply 
| the last two years from 27.7% 
» 16.6%. Japan has built 28.6% 

all free world shipping and 

ermany 14.5%. 
Oil tankers accounted for 314 
ups or 3,850,701 tons of the 
orld total, an increase of 1,- 
$3,638 tons over 1956. Japan 
lilt 36% of tanker tonnage, Bri- 
iin 14%, and Sweden 10%. 
ankers represented 45% of total 
iunchings compared with 34% 
1 1956. 


J. S. Firm Offers to Aid 
solivia Get Loans Here 


La Paz—Eastern Export & 
mport Co., Los Angeles, told 
ne Chamber of Industry and 


that it would help Bolivia pro- 
mote supervised United States 
loans from $500,000 to $15 mil- 
lion. 

Bolivia would use the money 
to purchase from United States 
companies heavy machinery, agri- 
cultural implements, construc- 
tion materials, tractors, cargo 
planes, and all kinds of trucks. 
Once the credit operation is com- 
pleted, Eastern Export would be 
responsible for shipment of mate- 
rials “in the best conditions of 
price and quality.” 

Eastern Export has had expe- 
rience in loan operations between 
several Latin American republics 
and the Export-Import Bank of 
Washington, and other entities. 


Cominga to Continue 
Ungava Nickel Mining 


Montreal—The president of 
La Compagne de L’Ungava Limi- 
tee said his firm will continue 
operations on its Ungava nickel 
property despite the decision of 
Asarco Nickel to drop explora- 
tion there. 

In a letter to shareholders, Leo 
H. Timmins implied that Asarco 
had not done enough work on 
its properties there to justify such 
a decision and to state the rea- 
son as “insufficient tonnage and 
grade.” 

Timmins said his company, 
commonly known as Cominga, is 


mapping a drilling program for 
the latter part of May. First 
crews will move onto the con- 
cessions in April at the Wake- 
ham Bay-Cape Smith district. 


Joy Plans Expansion 


Cheektowaga, N. Y.— Joy 
Manufacturing Co. plans to en- 
large its laboratory building and 
add a new and larger dynamo- 
meter here. Construction has 
been deferred on the new $500,- 
000 plant “for the time being.” 
However, a company spokesman 
said, “there is no change in our 
planned program for Joy’s Turbo 
Dynamics Division.” 


Southern Rhodesia Sets 
Mineral Output Record 


Salisbury—Southern Rhodesia 
set a new record of $72,139,200 
in the value of mineral produc- 
tion last year. This was an in- 
crease of $7,011,200 over 1956 
and more than $14 million over 
the 1955 figure. 

Top revenue producers were 
asbestos, gold, chrome, and coal 
in that order. The value of as- 
bestos production was almost 
$1.5 million over 1956. 

The production of chrome ore 
increased from 449,000 tons to 
654,000 tons or a value increase 
of $5,600,000. 


concentricity. 


‘ther Bolivian industrial groups 
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NATIONAL 


® Copperply wire, a National-Standard development, 
is a steel wire, electroplated with copper to required 
thickness and with unmatched coating uniformity and 


It makes sense for jewelry chain manufacturers to use 
Copperply wire instead of copper or brass wire, because 
material costs are greatly reduced. It also provides an 
ideal base for plating if desired, it excells in strength, 
and provides more footage per pound with resultant 
production and handling economies. 

To date other uses in light coating weights include: 


Purchasing Week 


This jewelry chain of COPPERPLY’® wire 
might give you a gem of an idea! 


wrapping for piano wires, reinforcement for eyeglass 


temples, decorative tinsel, fanning mill cloth, and 


springs where a combination of power and electrical 
conductivity is needed, A major use in heavy coating 
weights is in the field of communications. 


Here we touch only briefly on a few of the unique 
Copperply features, but perhaps enough to spark an 
idea worth exploring. And you'll find that the word 
“cooperation” has real meaning at National-Standard 
. .. whether your interest lies in Copperply wire or any 


of our other products. Try us. 


STANDARD 


DIVISIONS: NATIONAL - STANDARD, Niles, Mich.; tire wire, stainiess, music spring and plated wires + WORCESTER WIRE WORKS, Worcester, Mass.; music spring, sta/niess and plated wires, high and low carbon speciaties 


WAGNER LITHO MACHINERY, Secaucus, N. J.; metal decorating equipment + ATHENIA STEEL, Clifton, N. J.; fat, high carbon spring steels + REYNOLDS WIRE, Dixon, Hl.; /ndusiria/ wire choth 


le 


SIGNING IN, Bob Carroll, Surface Combustion Co. (left) is greeted by 
Mel Schneider, Bell & Beckwith Co., T.P.A.A. secretary-treasurer. 


IN DEEP DISCUSSION, left to right, are Max Thayer, Enterprise Roofing 
Co., N.A.P.A. director; Burt Lang, A. P. Parts Co., president of the 
Toledo chapter; and Russ Mayer, E. W. Bliss Co., vice president. 


Toledo P.A.A. Airs Position in Management 


Toledo—Purchasing’s place on 
iop management’s team was the 
keynote at the Feb. 20 meeting of 
the Toledo Purchasing Agent’s 
Association. Richard Rice, pur- 
chasing agent of the Clyde. Ohio, 
division of RCA Whirlpool 
Corp., and Sixth District stand- 
ardization chairman, was the 
speaker. 

\nother highlight of the meet- 
ing was the presentation of a film 


Beating Paper Work 
To Be P.A.A. Subject 


Atlanta—Beating the paper 
work problem was the topic of 
discussion at the February meet- 
ing of the Purchasing Agents As- 
sociation of Georgia. 

Harold C. Barnett, associate 
editor of “Purchasing Magazine,” 
the guest speaker, gave the fol- 
lowing suggestions: simplification 
of procedure by elimination of 
duplicate and non-essential rec- 
ords, making one form do the job 
of two, training present person- 
nel, and adding office equipment 
and new personnel. 

A plant tour of Owen-Illinois 
new glass container plant in At- 
lanta is planned for March. 
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produced by the Purchasing 
Agents’ Association of Northern 
California, entitled, “Cost Reduc- 
tion Through More’ Effective 
Purchasing.” 


Filon Plastic Corp. 
Names Distributors 


EI Segundo, Calit.—Filon Plas- 
tics Corp. has appointed seven 
new distributors and one jobber 
for its fiberglass reinforced plas- 
tic panels. 

The distributors are: Forest 
Products Co., Inc., Fort Smith, 
Ark.; Georgia-Pacific Corp. with 
two offices in Chicago, one in 
East Peoria, Ill., one in West 
Allis, Wis., and one in Toledo, 
Ohio.; and Plywood Wholesale 
Co., Inc., Manchester, N. H. The 
new jobber is Valentine Equip- 
ment Co., Chicago. 


Steel Pipe Mill to Open 


Welland, Ont.—Page-Hersey 
Tubes Ltd.’s new $5 million steel 
pipe mill is expected to be in 
production early in March. Pipe 
in sizes ranging from 2% to 8% 
in. will be produced. 


Value Analysis Hailed 
As Money Saver For P.A.’s 


Mansfield, Ohio—A_produc- 
tion manager told members of the 
North Central Ohio Purchasing 
Agents Association that a quali- 
fied value analysis team can 
often reduce costs without affect- 
ing the function or quality of a 
product. 

Norman Kewley, manager of 
the production engineering de- 
partment for the Photo Lamp Di- 
vision of General Electric, spoke 
at the association’s Feb. 18 meet- 
ing. 

He said a value analysis team, 
headed by a trained engineer 
analyst and made up of three men 
from purchasing, engineering, 
and sales, should select the prob- 
lem or product to be analyzed 
and break it down into its com- 
ponents. 

They then can_ determine 
whether parts are duplicated un- 
necessarily, if the components 
make the product work or sell 
any better, and if its presence is 
necessary in the product. 

Kewley pointed out that the 
team could find other, cheaper 
materials which could do the job 
equally well and still reduce the 
cost. 

Recommendations from the 
team would then go to the pur- 
chasing agent, he added, who can 
be guided by their findings. 


Future of Coal Topic 
Of Syracuse Meeting 


Syracuse, N. Y.—‘‘The Role 
of Coal in America’s Future 
Economy” was reviewed by M. 
H. Ireland at the Feb. 26 meet- 
ing of the Purchasing Agents As- 
sociation of Syracuse and Central 
New York. 

As sales vice president of Pitts- 
burgh Consolidation Coal Co., 
Ireland covered many new phases 
in the coal industry such as a 
pipeline for transporting coal, 
coal’s use in chemistry, the part 
the utilities are playing in the 
coal industry, and the various 
changes in production methods 
during the past ten years. 


Stresses Standardization 
At New York Meeting 


Albany, N. Y.—Kent R. Rives, 
chief of the engineering staff serv- 
ice for Chrysler Corp., Detroit, 
discussed “Better Purchasing 
Through Standardization” at the 
Feb. 20 meeting of the Purchas- 
ing Agents Association of East- 
ern New York. 

William Flint, association 
president, conducted the meeting. 
The program was arranged by 
Howard Johnson, chairman of 
the standardization committee, 
and E. L. Hunt, program chair- 
man. John F. Snedeker, vice 
president of the Eighth District 
of the National Association of 
Purchasing Agents, was a guest. 


Dayton Agents Meet 


Dayton — Members of the 
Dayton Purchasing Agents Asso- 
ciation met for a “Swap Shop” 
exchange of ideas on inventory 
control, Feb. 13, prior to their 
monthly dinner meeting. Richard 
S. Rice, director of purchases 
for the Clyde, Ohio, division of 
RCA Whirlpool Corp., addressed 
the group on top management 
purchasing. 


Purchasing Week 


% 
wh, 


GUESTS AT THE SPEAKERS TABLE include, left to right, Paul A. Sieve: 
ling,, director, Birmingham Committee of 100; Harry Harless, presi 
dent, Young Mens Business Club; C. C. Sisk, vice president, Distric: 
Seven, N.A.P.A.; J. G. B. Fletcher, president, Birmingham Salesmen’ 
Club; A. C. Michaels, president, Associated Industries of Alabama 
and J. T. Waggoner, Commissioner of the City of Birmingham. 
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ENJOYING THE DINNER are, left to right, George L. Wilson, general 
chairman; C. E. Temple, president of the Alabama association; E. F. 


Andrews, guest speaker; David R. 
Club; W. L. Bellande, president, 


Wood, president, City Salesmen’s 
Birmingham Junior Chamber of 


Commerce; John W. Frierson, president, The Birmingham Post-Herald; 
E. H. Gilmore, Commissioner, Jefferson County; P. N. Plylor, Jr., vice 


president, Birmingham Sales Executi 


ves Club; and George A. Mattison, 


Chairman, Birmingham Committee of 100. Attendance was more than 


800. 


Alabama P.A.A. Sponsors Dinner; 


Annual Fete Draw 


Birmingham — Eleventh an- 
nual Seller-Buyer Dinner, spon- 
sored by the Purchasing Agents 
Association of Alabama, was 
held Feb. 13. More than 800 
purchasing and sales representa- 
tives attended. 

Presiding at the dinner was 
Cloice E. Temple, P.A. for Allis- 
Chalmers Mfg. Co., Gadsden, 
Ala., president of the association. 
General chairman was George L. 
Wilson, P. A. for the Jefferson 
County Commission. 

Principal speaker was E. F. 
Andrews, associate director of 
the Biological Laboratories, Pitt- 
man-Moore Co., Indianapolis, 
Ind., and former N. A. P. A. 
president. Describing current 
market conditions as “competi- 
tive,’ Andrews contrasted the 
present to other periods since 
1930. 

Between 1930-40 there were 
supplies, but no business, An- 
drews recalled. From 1940-54 
there was plenty of business but 
no supplies, and since 1954 there 
has been plenty of both business 
and supplies. 

Even though we are experienc- 
ing a downward trend in some 
industries, Andrews said, the eco- 
nomic picture will begin to look 
brighter later in the year. The 


s 800 Persons 


“man” doing the job is the only 
factor that can and will make the 
difference in the rise and fall ot 
business he emphasized. 


Copper Decline Cuts 
Government Spending 


Salisbury—The government ot! 
copper-producing Northern Rho- 
desia and Southern’ Rhodesia 
both announced cuts recently in 
government spending as a result 
of the drop in world commodi! 
prices. 

Northern Rhodesia said 
ernment expenditure, now sched- 
uled for $51,240,000, would | 
cut by at least $2,380,000. South- 
ern Rhodesia has not release< 
any figures on the amount it i 
tends to cut. 

Taxation on the copper-minir¢g 
industry provided the Feder. ! 
Government of Rhodesia and 
Nyasaland with 30% of its rev- 
enue in the last financial yea. 
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Division Name Changed 


Toledo—Dana_ Corp. hes 
changed the name of its paris 
division to Standard Equipmert 
Division, to “emphasize its fu] 
divisional status.” 
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Missiles Age Buying Requires 


Vendors Products 


Be Reliable 


Purchasing Agents Can Get Suppliers to Up Quality, 
Steel Executive Emphasizes to Philadelphia P.A.’s 


Philadelphia—Industrial pur- 
asers must take care lest ex- 
‘me “pressure of price” under- 
ines critically needed product 
id component parts reliabilities 
r the missiles age. 

This is a time, rather, when 

irchasing agents might better 

ert their rights to demand a 

aximum of quality and perform- 
once from suppliers. They'll 
probably find, things being as 
they are, that they can get sup- 
pliers -to- jack-up quality, and at 
no increase in cost. 

Standard Issues Warning 

This was the warning issued 
by Standard Pressed Steel Co. 
president, H. Thomas Hallowell, 
ir., Feb. 13, to a joint meeting 
of the Philadelphia Purchasing 
\gents Association and American 
Standards Association. 

American industry—both mili- 
tary, industrial and consumer 
aspects of it—is operating in a 
new era of- “reliability,” accord- 
ing to Hallowell, who also heads 
the A.S.A. 

It’s an age when mistakes are 
becoming more costly, even as 
they become more likely; when, 
though the size of everything is 
growing, the little things are 
becoming much more important, 
he added. 


Hallowell Lists Targets 


Some Hallowell targets for 
needed reliability improvements 
to produce a better and safer 
tomorrow include: the $16 billion 
annual repair and servicing bill 
of the consumer; the increasing 
incidence of auto fatalities, many 
of them due to mechanical fail- 
ures; the nuclear power industry, 
where the unreliabilities of the 
pumps, valves and other “little 
things” rather than those of the 
reactor, itself, have been the 
problem; the missiles defense 
program, now at a stage where 
rocket experts openly accept a 
“50-50” chance of missile success 
as typical of the state of the art. 

From the viewpoint of multi- 
million dollar missiles and the 
taxpayers dollar, Hallowell noted, 
there is probably no better way 
to save money than early attain- 
ment of the higher mechanical 
eliabilities needed for each final 
issembly to do its job. 


Reliability Emphasized 


Though reliability (which he 
quated with assurance that a 
roduct will do the job) must and 
can. be economical, Hallowell 
tated, the unthinking drive to 
ower price can easily jeopardise 
he real chances for an early 
olution to these and_ other 
roblems. 

One of the fundamental ob- 
tacles to hurdle in this country, 
ie said, is the fact that too much 
\merican production-line think- 
ng is being used at a time that 
-alls for more missile age think- 
ng. 

He defined missile age think- 
ing as the realization that “all 
the parts must work—regardless 
of size or importance—no matter 
how insignificant any one part 
may seem at first glance. 

In the reliability age, manage- 


end cost of apparent savings in 
purchasing price—to be sure 
there is any saving at all in the 
final analysis. 

Customers will more and more 
seek out the proven performer, 
even if he upon occasion may sell 
at a slightly higher, though still 
competitive price. 

Hallowell said other industrial 


purchasing trends, sparked by the 
needs of reliability, probably 
will see an increasing movement 
to buy “brand,” a growing de- 
mand for reliability data from 
materials and parts suppliers to 
fully document performance, and 
more widespread use of industry 
product-qualification procedures 
such as now used in the aircraft 
manufacturing field. 


Crude Oil Prices Drop 


Dallas—The American Petro- 
fina Co. is reducing posted prices 
for purchasing north Texas crude 
oil by some 15¢ a barrel. The 


P.A.A. Will Sponsor 


Educational Course 


San Francisco—The Purchas- 
ing Agents’ Association of North- 


ern California will sponsor an 
educational course this spring 
featuring information on_ five 


commodities of interest to 
chasing agents. 

The lecture schedule: Feb. 27 
—‘Automation as Applied to 
Procurement and Materials Con- 
trol,” by D. M. Finnigan of Stan- 
ford Research Institute. 

March 6—“Purchasing Trans- 
portation,” by A. P. Heiner, vice 


pur- 


traffic, Kaiser Steel Corporation. 
March 20—*Paper Packaging 
and its Innovations,” by a panel 


of experts on production for 
packaging. 

March 27—*Progress in Mo- 
tors Means Progress in In- 
dustry,” by Donald Frie, district 
motor specialist, General Electric 
Co. 

April 3—“What Every Buyer 
Should Know about Steel,” by 
Vance Bell, associate managing 
editor, Steel Magazine. 

April 10—‘“From One P. A. 
to Another,” by George A. Re- 
nard, former executive-treasurer 
of the National Association of 


cuts affect 11 No. Texas counties. | president, public relations andj] Purchasing Agents. 
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but all 


can count on 


VEEDER- 


SMALL RESET COUNTER 


A compact, rugged reset counter for moderate 
duty in parts inspection, 
veyors, machine tools, light presses, etc. 
Dimensions: 13%” long, 1'%4” high, 116” wide. 
Speed: Up to 1000 counts per minute. 


Sure, everybody’s manufacturing problems 
are “‘different.’”’ But when these problems 
involve mechanical or electrical Countrol, 
they can all get the right answer from the 
same man... the Veeder-Root Distributor. 


You will find that this man is tops in his field. He knows industry, 
and he knows how to adapt and apply standard Veeder-Root 
Counters to all types of production machines and processes, 

to give you exactly the facts-in-figures you need. If it’s a 

question of quality, volume, cost inventory, production, wage or 
incentive payment, remember that you’re never sure unless you 
count. And remember that the man you can always count on is 
your Veeder-Root Distributor. If you don’t know who he is, just 
drop a line to D. G. Dresser, Veeder-Root Inc., Hartford 2, Conn. 


BOX-TYPE RESET COUNTER 


For punch press installations, conveyors, metal- 
working equipment, die casting, plastic-molding, 
rivet, spring and wire machining, or any installa- 
tion requiring a heavy duty counter. 

Dimensions: 4%” long, 2542” high, 334” wide. 
Speed: 500 counts per minute. 


quality control, con- 


formance. 


1%” deep, 2” high. 


ment will have to track down the 
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For quick spot-checks of production or 
Dimensions: 11744” long (to end of reset knob), 


Counts one for each depression of the thumb 
lever, and resets to zero by a turn of the knob. 


Everyone can count on 
VEEDER-ROOT 
"The Name that Counts 


| eo ae CLUTCH SPEED COUNTER 


For remote indication of machine 
operation from plant to office. 
Dimensions: 3!546” long, 244” high, 


148” wide. 
Speed: Up to 1000 counts per 
minute. 
For checking to make sure that the machine is op- Coils: 1 10V-AC are standard. Other 
erating at the required R.P.M. voltages are available. Panel 


Dimensions: 344” long, 4” max. diameter. Non- 
Reset. 

Internal clutch operates counter only when rubber 
tip is pressed against the shaft. 


per- mounting feature also available. 


Hartford, Conn. « Greenville, S. C. 
Chicago * New York « Los Angeles 
San Francisco « Montreal 


Offices and Agents in Principal Cities 
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Print Order This Issue 28,000 


Demand and Make Better Reports 


In our regular feature “Your Follow-Up File” we published last week 
a letter from a purchasing executive commenting on quality or, more specifi- 
cally, commenting on lack of quality. He complained that although he 
dealt with “only the best vendors,” there had been an alarming increase 
in the number of shipments his company had been forced to reject and return 
to suppliers. 

Whether other purchasing executives have noted a similar trend is being 
determined now by PURCHASING WEEK. The results of our survey will be 
published in a future issue, but, meanwhile, now that the subject of quality 
has been brought up, it might be in order to start some internal checking. 

Let’s look at reports. Are the ones you receive of top quality? Do they 
give you pertinent information, information that helps you make decisions? 
If they are not of the quality that are helpful, now is the time to revise your 
system. They may be of more help to you if you make sure the persons responsi- 
ble for drafting or filling out reports know what you want in the way of 
information. However, this is not enough. Unless a person also knows 
why you want certain reports, the information he transmits to you can be 
superficial. Once he knows why you want information, he is in a position 
to put in facts, the extenuating circumstances that a routine form does not 
call for. These extenuating circumstances can bring a picture into sharp 
focus. This is the plus value that you can obtain merely by giving your 
aides the “why” of reports. 

Of course, the “Road of Reports” is a two-way avenue. If the reports 
you receive are not up to par, you should also take a second look at the 
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“Purchasing Week” 
“Our price forecaster is the best in the country.” 


reports you prepare for other members of management. 


Are these reports 


of top quality? Do they have the plus that will aid management men in 


making decisions? 


Here, in the field of reports, is where you can shine. Look at your reports 


from the viewpoint of the recipients. 


Don’t take for granted that the reader 


of a report knows as much about a situation, a development, or a condition 
as you do. If he did, there would be no need for a report. 
On the other hand, it is important that you strip your reports of extraneous 


material. Too often reports are “received and filed.” 
only will be received and read, it will bring action. 


of reports yours should be. 


A good report not 
And that is the type 


You can make sure your reports will not be stacked up unread by keeping 
yourself informed, informed not only on the subjects that interest you but 
on the subjects that interest top management. 


Let Service Keep Psychologists Away 


Out California way a group of psychologists have organized a course 
designed to help salesmen in dealing with buyers who are “difficult.”” Accord- 
ing to the psychologists, identifying the type of buyer is important to sales- 
men. Seems to us a little more time spent rendering a service to buyers 


would be more important. 
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Your Follow-Up File 


We recognize Your Write to Your Opinion 


Buying Tires Poses Problem 
Eastern Seaboard 


For many months I have been trying 
unsuccessfully to get some really reli- 
able information on how to determine 
the “best buy” in tires and tubes. 

As a department of a municipality, 
we are usually required to accept the 
lowest bid or the bid deemed to be 
most advantageous to us. 

In the case of tires it is almost a 
nightmare trying to determine which 
bid is the most advantageous. In our 
opinion, we are mostly concerned with 
which tire gives us the most miles per 
dollar and which tires require the least 
repairing of flats and blowouts. 

To determine this, it is necessary 
to maintain a rather elaborate system 
of recording mileage information on a 
large number of brands and grades of 
tires. At present, we are starting such 
a record, but it will be possibly years 
before enough data is recorded to give 
the proper information. 

In all large scale operations tires 
and tubes are quite an important item 
of expense, and we feel many dollars 
can be saved by taking advantage of 
the “best buy” in tires. 

Our question is this: Do you have 
any such tire information? If not, 
could you arrange to gather such 
information from unbiased sources 
such as large trucking companies, bus 
companies, or corporations, correlate 
the same, and pass on the information 
to your subscribers? Perhaps if you are 
not in a position to do this yourselves, 
you could arrange for some private 
testing company to do this. 

I feel sure that there are many 
smaller corporations and cities who 
would like to have such information 
and would pay a reasonable fee for 
some really accurate information. 

Municipal P.A. 
® Can you help this municipal pur- 
chasing agent? What’s the answer? 


Concise for Easy Reading 
Indianapolis, Ind. 


Congratulations for your publication 
PURCHASING WEEK. 

In the present-day busy world it is 
difficult at times to read thoroughly 
all the material we might like to read. 


Purchasing Week 


The articles are very compact and 
concise for easy reading. 
Best wishes for much success in your 
adventure. 
L. E. Davis 
Director of Purchasing 
Pitman-Moore Co. 


One Bright Scholar 
Oberlin, Ohio 


Could you please mail me the Jan. 

6 issue of PURCHASING WEEK which 

contains an article on the St. Lawrence 

Seaway. I am writing my senior thesis 

on this topic, and I am sure this issue 
would be very helpful to me. 

Herbert Blutenthul 

Oberlin College 


P.W. Helpful in Forecasting 
River Falls, Wis. 


We want to thank you for the fine 
magazine which you are publishing ev- 
ery week. 

It certainly is concise and most help- 
ful in forecasting market trends, pro- 
curement and expediting of purchas- 
ing and purchasing operations. 

Vern Lindquist 
Purchasing Agent 
Erickson Industries, Inc. 


Finest Coming Down the Pike 
Cleveland, Ohio 


Our charter subscription to your fine 
new weekly is much prized by our en- 
tire organization. 

As someone said too often, “It’s the 
finest thing that came down the pike in 
a long time.” 

A. S. Trivison 
Purchasing Agent 
The Columbian Vise & Mfg. Co. 


To Our Readers 


This is your column. Write on 
any subject you think will interest 
purchasing executives. While your 
letters should be signed, if you pre- 
fer we'll publish them anonymously. 
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PURCHASING WEEK Asks You... 


What is your greatest human relations 


problem and how do you handle it? 


William F. Merrilees i 
West Virginia Pulp & Paper Co., Charleston, S. C. 


“Behind my desk as purchasing agent, the prob- 
lem of human relations becomes one of ‘vendor rela- 
tions. To gain reliability and cooperation, we 
cultivate friendships with vendors. Upon _ these 
friendships solid business relations arise, and simul- 
taneously, the company is favorably promoted. 
Honesty, sincerity, and a ‘meet-him-halfway’ attitude 
paves our way for these friendships in active and 
potential business dealings. We give no flat ‘no's,’ 
and we don’t encourage vendors if we have no use 
for their products or services.” 


How to Get More Out of Purchasing Week 


Find Out What Suppliers Are Planning 


Near the back of every issue of 
PURCHASING WEEK are always several 
pages of short stories that concern sup- 
pliers. The use of these stories was not 
approved by the editors without consid- 
erable thought and discussion. PURCHAS- 
ING WEEK is a publication for purchasing 
executives. The question that came up 
immediately was, “How will these stories 
help purchasing men?” Here is how the 
editors answered their own question: 

The main, in fact the only, reason in- 
dustry has purchasing men is to buy. 
They must buy from suppliers. The more 
they know about suppliers and their serv- 
ices the better job they can do. 

Because most suppliers have salesmen 
and many of them advertise in industry 
and professional publications, purchasing 


sumption that all suppliers know all pur- 
chasing men. Both will profit as their 
acquaintance with each other grows. 

For example, a short story that the 
A.B.C. Co., which has conducted opera- 
tions mainly on the eastern seaboard, is 
going to open a plant in Indiana should 
be a signal to purchasing men in the Mid- 
west of an impending call by an A.B.C, 
salesman or distributor. 

A story that another company is going 
to expand its line of products should 
signal another source of supplies. 

A story that still another company is 
modernizing its plant may signal price 
cuts Or no raise in price when competitors 
are raising theirs. 

These are just a few bits of knowledge 
that alert purchasing men get from read- 


ing news about suppliers. There is much 
more for the man who takes time to read. 


men are supposedly acquainted with 
them. This is as equally false as the as- 


Southwest Hotels, Inc., Litthe Rock, Ark. 


“New salesmen that call on us come in with the 
Week’ definite idea that they are going to sell me their 
merchandise. ‘You just cannot turn this down,’ some 
of them say. Often we are overstocked; and although 
there is nothing wrong with their merchandise, we 
are not going to buy if we don’t need it. The only 
thing I can do is ask them to come and see me the 
next time they are in Little Rock. But nine times 
out of ten they never come back. They get offended 
and have the idea that they are wasting their time.” 


THREE VENTILATION VALUES 
TO MEET MANY REQUIREMENTS 


NOTE: All “Buffalo” Fans have the well- 
known “Q” Factor, or built-in Quality 


nd James L. Sexton which provides trouble-free satisfaction 
The Lindsay Co., St. Paul, Minn. and long life. 
ur ‘on 
“The greatest human relations problem we have 
vis is that of communications between people. Technical 
ng advances can make a product obsolete even before 
‘o. production, if engineering and production people Your top ventilation value 
aren't kept up to date on new materials and new is eel wihedinds a aumineeil 
methods. The purchasing agent can help by keeping seadsanenliaies ‘sa “Buffalo” Pack- 
an open office for vendors and an open mind for their nn Pranetler lsh Deenietaadl 
io ideas, and by developing close understanding with in first cost, installation and 
er key personnel of his own organization so he can keep operation, this line is built 
in. ae 2 ickly informed of new developments.” bey 7 _ 
- a \ them quickly informed of new develop with all the precision and 
: durability of other “Buffalo” 
“4 Fans. 24” to 120” si iv 
he Hush Pendl ans. 24” to sizes to give 
Bn Fendiey you all the quiet, efficient ven- 
Northern Natural Gas Co., Omaha, Neb. tilation you need. Write for 
Bulletin FM-315. 
ul “Confidence is the vital ingredient in all business 
#e dealings. Superiors gain confidence, and in turn “Buffalo” 108” 


give cooperation, through demonstrated ability and Package Propeller Fan 
performance. In outside dealings there has to be 
confidence that verbal agreements will be kept and 
IS. confidential information will be treated confidentially. 
Subordinates gain confidence when directions make 


“Buffalo” Belted Vent Set 


For small duct-mounted venti- 
lation systems, where economy 


te clear the order's relationship to the job, the company, is important, but the quiet 
| and the individual. It’s a two-way street—those with performance of the finest 
p- whom you deal in turn must instill confidence by Buffalo” Fans is desired, there 
= following through.” is no substitute for Belted Vent 
Sets! Simple package installa- 
- tions. Ruggedly constructed. 
: Frank L. Graham Adjustable capacity provides 
ist L. O. Koven & Bro., Inc., Jersey City, N. J. money-saving flexibility. 
at Capacities to 20,000 cfm. For 
ac “I'd say it’s unintentional failure by many people indoor or outdoor installation. 
to consider the other person’s viewpoint—taking Write for Bulletin 3720. 
others for granted in our headlong hurry to conclude 
; our own problems. Every day we do things which 
and affect other people. We make each others job difficult “B . 
eres or meg tes Rrleciaiegy i nga ag? Re ie uffalo” Sky-Vent" Power 
ne or easy; we do a better or lesser job; we benefit or ak Meuiliiies nen wand 
i lose depending upon the other fellow’s view and gga ee ans hes 
attitude toward us. We must practice and urge others fo pot fr at a0 on 
he to practice consideration for business associates as ~~ ae it ae 
sa both inside and outside our companies, whether we 1 caccagiete : ie —s apo ns 
are looking at the man above, below, or at our side.” a oe ee ee 
. up productive space. Com- 
bn plete package units, in- 
nt Clare Snyder cluding hood, housing, 
O. Waste King Corp., Los Angeles fan, wiring and root 
-_ curbing Write for Bulletin 
“The biggest challenge, and the one that proves FM-2345. 
most rewarding, is training new personnel. We try 
to get rid of departmentalized thinking and help our 
people to think in terms of the company as a whole. Style “H” Sky-Vent 
We teach them to evaluate all factors; so they can be 
completely fair to the company and to the vendor. 
This eliminates the attitude that all salesmen are BUFFALO FORGE COMPANY 
chislers or the notion they are all philanthropists. 174 Mortimer Street . Buffalo, N. Y. 
By learning thoroughness and objectivity, our per- Canadian Blower & Forge Co., Kitchener, Ont. 
sonnel can do a service to the company and can Sales Representatives in all Principal Cities 
protect the long-run, buyer-vendor relationships.” INDUSTRIAL EXHAUSTERS BELTED VENT SETS PROPELLER FANS —“E””- BLOWERS-EXHAUSTERS 
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Industrial Distributors 


Forecast Upturn; 


Survey Terms View, Cautiously Optimistic 


Approximately Half See Business at ‘57 Level; Others Predict 
Drop; Federal, State Spending for Defense, Construction Noted 


New York—What do your suppliers 
expect from you in the way of new busi- 
ness? 

Here's a partial answer from one group 
of your suppliers—industrial distributors. 
Though they all agree things could be 
better, they're cautiously optimistic about 
the rest of 1958. That’s the conclusion 
to be drawn from McGraw-Hill’s “Indus- 
trial Distribution’s” new survey. 

Over half the respondents expect sales 
to remain about the same in 1958. Of the 
remainder the majority are expecting a 
very modest decline, about 1-4%. 

Most distributors expect an influx of 
new industry, more defense and construc- 
tion spending by federal and state gov- 
ernments, and an improved outlook from 
such industries as automotive, steel, elec- 


Want the Best 


CASTERS & WHEELS 


for the 


Purpose? 


Speck 


ARNEL 


Engineered T0 MEET 
INDUSTRY'S NEEDS 


All types of rubber treads - soft, medium 
and hard - for smooth operation on all 
kinds of floors. Featuring Neoprene rub- 
ber treads - resistant to steam, water, 
oxidation, oils and waxes and unaffected 
by most chemicals - expertly compounded 
to Darnell standards in our own factory. 


AGENTS: 


=—j-- your key to 


lower costs 


write for 
your copy 
DARNELL CORPORATION, 


DOWNEY 
60 WALKER STREET 


‘Mi dal-i. 


NEW YORK 13, 
36 NORTH CLINTON STREET, CHICAGO 6, 


NEW YOR 


ILLINOIS 
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tronics, and machine tool to produce an 
upswing in the second half of the year. 

Number one problem to distributors is 
price cutting, particularly from out of 
town and “hat and desk” operators. But 
delivery and freight costs, office and sell- 
ing expenses, higher wages and taxes, lack 
of expansion capital, the small order bug- 
aboo, and inventory control also are fre- 
quently mentioned. 

To come out ahead, many distributors 
are undertaking product evaluation stud- 
ies, and practically all are pushing their 
salesmen (“We don’t want any inside men 
hanging around the office.”’). Other cost- 
Saving steps include cutting staffs, elimi- 
nating overtime, re-evaluating sales terri- 
tories, and consolidating shipments. 

One thing all distributors agree on: 
Competition will be tough—not so much 
from new distributors in the field as from 
existing distributors out to make a profit. 

They also all agree that the big job will 
be to sell the industrial consumer on the 
value of the industrial distributor’s serv- 
ice—and make sure that he stays sold. 

It means these distributors will be more 
willing to listen to your special problems, 
give you individualized service, and help 
in your buying requirements. 


Inspection Requirements 
Tighten on Japanese Exports 


San Francisco—lInspection —require- 
ments have tightened on Japanese exports 
under their Export Inspection Law which 
went into effect Feb. 1. 

Genzo Maezawa, executive director of 
the Japan Trade Center here, said under 
the new law, categories of exports requir- 
ing inspection have expanded. Every 
article which passes inspection will be 
guaranteed by the government to be of 
standard quality. The law’s purpose is to 
maintain and enhance the good reputa- 
tion of Japan’s export commodities. 


Paint Industry Establishes 
Record Sales For 1957 


New York—Record sales for the paint 
industry, up 1.3% over 1956, were re- 
ported by Joseph F. Battley, president of 
the National Paint, Varnish & Lacquer 
Association. 

Sales at the factory level hit $1,600,- 
304,000. Trade sales rose 2.1% during 
the year, while chemical coatings sales 
were unchanged. 


Plant Begins Operating 


Pine Bluff, Ark.—Dierks Paper Co.’s 
new $15 million kraft paper plant here, 
which started operations recently, is now 
producing bleached kraft paper and liner 
board. The new plant, which employs 
approximately 160 workers, has the ca- 
pacity to produce 150 tons of pulp per 
day. 


Operations Begin at Plant 


England, Ark.—Arkansas Lightweight 
Aggregate Inc. has begun operation of its 
newly constructed $300,000 lightweight 
concrete aggregate plant here. The facili- 
ties have a capacity to process 300 tons 
of aggregate per day. 


Purchasing Conference Set 
On Omaha University Campus 


Omaha, Neb.—A one-day Purchasing 
Conference will be held Friday, March 
28, at the Adult Education Conference 


Center on the of Omaha 
campus here. 

The conference is being sponsored by 
the university in cooperation with the 
Omaha Association of Purchasing Agents. 
Among the topics to be discussed are, 
“Interpreting Current Economic Trends,” 
“Management Aspects of Purchasing,” 
and “Public Relations Implications of 
Purchasing.” 


Cliffs Iron Co. Holds 
Price in 58 Market 


Cleveland—One of the nation’s major 
producers of iron ore says it will hold the 
line on prices this year. 

Declaring it will absorb freight and 
wage increases, the Cleveland Cliffs Iron 
Co. announced prices on ore delivered in 
the 1958 shipping season will remain the 
same as in 1957. As the largest inde- 
pendent ore merchandiser in the upper 
Great Lakes, Cliffs traditionally sets price 
patterns. 

This will be the only post-World War 
Il year with the exception of 1954 in 
which ore prices have not been raised. 
At the beginning of last year, Lake Su- 
perior district iron ore was boosted 60¢ 
per gross ton to a basis of $11.45 for 
Mesabi Range non-Bessemer ore of 51% 
natural iron delivered at lower lake ports. 

Later in the year, Cliffs absorbed in- 
creases in both rail and lake freights as 
well as wage and salary hikes, according 
to J. S. Wilbur, vice president. This year, 
the company will absorb a 5% increase 
in upper lake rail freight published Feb. 
15 as well as wage increases for ore min- 
ers which will become effective July 1. 


University 


Robinson Will Build Plant 


Cleveland, Ohio—The Robinson Tube 
Mfg. Co. has begun construction of a new 
plant at Conway, Ark. for the manufac- 
ture of precision metal tubing and related 
products. Initially, the plant will employ 
50 workers with an ultimate payroll of 
200 expected. 


Canadian Ships to Haul 


Washington—A bill to extend for an- 
other year permission for Canadian ships 
to haul cargo and passengers to and from 
Alaskan ports has been approved by the 
Senate Commerce Committee. 


Pressure Cans Usage 
Gaining in Industry 


New York—The pressure can is gail 
ing a bigger and bigger share of the ca 
market as industry adapts this hand 
packaging device for more and moi 
products. 

This year will set a new record of 
half-billion or more units, according t 
the American Can Co. in a forecast o 
industry-wide production for 1958. Tha 
would be a 19% increase over the 42( 
million produced in °57. 

Canco said the strongest growth item 
in 1957 were pressure cans for paint 
room deodorants, shaving lather, hai 
sprays, and insecticides. 

Viewing 1958 as a possible key yea 
in development of the pressure can indus- 
try, Canco says it expects sharply in 
creased use of aerosols by the food indus 
try and the introduction of toothpaste and 
shampoos in pressure cans. 

Canco says growing popularity of 14 
and 16-ounce pressure cans indicates 
many consumers want additional quan- 
tity for more painting and insect spray- 
ing capacity from a single can. The out- 
put of aerosol cans for paint, insecticides, 
shaving lather and deodorants may pass 
the 50-million mark for each classification 
this year. 

Canco sees future development in the 
food field through introduction of new 
pressurized products such as_ syrups, 
spreads, sauces, toppings and similar 
items. A chocolate syrup in pressure cans 
already is on the market. 

Several brands of toothpaste in pressure 
containers also are being test-marketed. 


Corning Glass Opens Plant 


Elmira, N. Y.—Corning Glass Works 
has begun initial operations at its new 
apparatus plant in Big Flats. J. C. Little- 
ton, plant manager, said employees will be 
transferred from the present laboratory 
glassware facilities at the rate of about 
20 per day. The transfer involves about 
600 workers. 


Plant Production Begins 


Arkadelphia, Ark.—Production of in- 
dustrial electronic control systems has be- 
gun at Electric Precision Corp.’s new 
plant here. The manufacturing facilities 
were only completed recently. 


Hinge Mfg. Co., 
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“ QUERYTHING HINGES ON HACER!’ 


We'll Make IT for You! If your hinge requirement is not 
in Hager's line of over 5,000 different types and sizes 
of hinges, write or wire specifications: C. Hager & Sons 
133 Victor Street 


St. Louis 4, Mo. 


Founded 18 49, Every Hager Hinge Swings on 100 Years of Experience 


Purchasing Week 


March 3, 1958 


These Tips 
Can Aid P.A.s 
When Buying 


| Shipping Boxes 


TEST boxes before buying is rule of smart buyers. Use of KNOW capabilities of all shipping mediums for best value 
testing facilities of box companies is a free service. Sam- in box buying. Live fish are shipped economically because of 
ples from vendor may also be tested in actual shipment. one buyer’s knowledge of corrugated, liners, and plastic. 


SELECT proper weight board. Photo illustrates why greater strength boxes cost more 
—there is more material in them. Above, 42 Ib. liner (used for boxes of 200 Ib. test) 
overweighs 38% liner (for boxes of 175 lb. test), but is only 25 lb. stronger. 


CHOOSE proper medium to assure maximum shipping economy. Iid'v dual company 
needs determine selection. Labor savings in carloading (25 man-hours per car) 
prompted switch from bags to drums. One drum holds same quantity as 20 bags. 
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INCLUDE inner boxing in value buying. Above, boxes SPECIFY bundle size of boxes from maker. If issuances DEVELOP sales-punch art work for boxes. Most box com- 
were designed as unit pack in master container, Savings: of boxes from storage to shipping are usually a cer- panies offer excellent design and print services. Proper 
47% less warehouse space; 30% less labor, material. tain number, specify that number or multiple of it. selection can ring up more sales for your company 
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Japanese Ask British Firms 
To Bid on Atomic Power Station 


London—tThree British engi- 
neering groups have been invited 
to bid for construction of an 
atomic power station in Japan. 
[he reactor will be a natural 
uranium, graphite-moderated, 
gas-cooled Calder Hall type with 
an output of 150 Mw. 

Specifications have been issued 
to General Electric — Simon 
Carves atomic energy group, 
John Thompson nuclear energy 
group, and the English Electric— 
Babcock and Wilcox—Taylor 
Woodrow group. 

Dr. Daigoro Yasukawa, spokes- 
man in Britain for the Japan 


German Industrial 
Unions Seeking Higher 
Wages to Meet Prices 


Bonn—The chemicals, paper, 
and ceramics workers union has 
joined other major groups of 
German industrial workers in de- 
mands for substantial wage in- 
creases. 

The union is asking for a 12 
to 15% wage raise. It has decided 
to give notice of termination of 
all current wage and salary con- 
tracts for its 460,000 members 
as of April 30. 

Apart from regional strikes in 
the textile industry, the present 
wave of wage claims has not yet 
led to labor dislocation. The 
claims are motivated mainly by 
rising prices. 


Tr, 
LAN, 


for basic information 
on basic chemicals 


see the man from 
Mathieson 


TRANSPORTATION—the flex- 
ibility of truck, rail, and barge 
facilities permits new economies 
in shipping. 


SYNCHRONIZED SCHEDULING 
—keeps inventories at optimum 
levels. 


TECHNICAL & SALES SERVICE 
—keeps you posted on the latest 
in storage, handling, and use of 
basic industrial chemicals. 
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MATHIESON CHEMICAL CORPORATION 
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BALTIMORE 3, MD. 
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Atomic Power Co., said the con- 
tract will call for construction of 
a complete nuclear power station. 
The contractor will be responsi- 
ble for the safe working of the re- 
actor for a specified period after 
it comes into operation. Teams of 
Japanese technicians will be sent 
to Britain for training. Closing 
date for bids is July 31. 


Russians Plan Big Blast 
To Speed Angara R. Job 


London—With a single explo- 
sion, Russia plans to blast a new 
channel five miles long in the 
bed of the Angara River at Lake 
Baikal, the “Soviet Weekly” re- 
ports. Some 247 million cu. ft. of 
rock will be shifted in the blast. 

The channel will allow the 
huge reservoir of the Bratsk hy- 
droelectric station, under con- 
struction on the Angara, to be 
filled quickly without stopping 
navigation on the tower reaches 
of the river. 

About 30,000 tons of high ex- 
plosive will be laid in a tunnel 
underneath the Angara. The 
whole charge will be exploded at 
once. 


Stainless Steel Use Added 


Pittsburgh—A new use for 
Type 430 stainless steel is re- 
ported by Allegheny Ludlum 
Steel Corp. The company sup- 
plied 14-in. wide strip which was 
made into a corrosion-resistant 
termite shield placed on top of 
the foundation walls of a new 
home in Greenwich, Conn. 


Nylock Corp. Names 
Representative Firms 


Paramus, N. J.—The Nylok 
Corp. has appointed five firms to 
represent their complete line of 
Nylok self-locking fasteners: 

Russel Associates, 164 Orin- 
oco Dr., Brightwaters, N. Y., and 
P. O. Box 6863, Baltimore 4, 
Md.; Northeast Sales Engineer- 
ing, 3013 Dixwell Ave., Hamden, 
Conn.; Factors, Inc., 1043 Sixth 
Ave., Seattle, Wash.; The Mon- 
roe Co., 3329 Reading Rd., 
Cincinnati 29, Ohio; and Strother 
& Associates, Inc., P. O. Box 3, 
Normandy Station, St. Louis 21, 
Mo. 


Ecusta Paper Division 
Names Distributors 


New York—Ecusta Paper Di- 
vision, Olin Mathieson Chemical 
Corp., in a step to further their 
nation-wide sales organization 
plan, has named four representa- 
tives in the metropolitan New 
York area: 

Nelson - Whitehead Paper 
Corp. of United States, Schlosser 
Paper Corp., and Walker Gou- 
lard Plehn Co., Inc., all of New 
York. 

Ecusta is one of the largest 
producers of lightweight papers 
in the country. 


Dallas—Ling Industries, Inc., 
will merge into Ling Electronics, 
Inc.. Los Angeles. Stockholders 
approved the consolidation Feb. 
19. 


Oscillator in Audio Range 
Developed in England 


London—A _ portable, _light- 
weight oscillator which operates 
in the audio frequency range is 
said to have been developed by 
Wayne Kerr Laboratories, Tol- 
worth, Surrey. 

Designed for use in industrial 
laboratories, the oscillator pro- 
vides a stable controlled signal 
within the frequency range of 
from 10 to 120,000 cycles per 
second. 

The device has two alternative 
outputs. One output provides a 
reference signal covering the 
range from plus ten decibels to 
minus 70 decibels in steps of one 
decibel. The second output pro- 
vides a continuously variable con- 
trol of voltage. 

Wayne Kerr says the oscillator 
is operated by a system of dials 
and controls which permit “‘ex- 
ceptionally simple and rapid op- 
eration.” 


Gas-Turbine Locomotives, 
Russians Planning Them 


London—Russia_ plans _ gas- 
turbine locomotives for the main- 
line railways of Siberia, the 
Urals, the Caucasus, the south, 
and the far north. The “Soviet 
Weekly” reported that the first 
such engine has already been 
completed at the Kolomna loco- 
motive works. 

“Half as powerful again as 
diesel locomotives, the new en- 
gines develop 3,500 h.p.,” the 
publication reported. “But they 
require less than two-thirds of 
the metal per power unit needed 
in the construction of diesels.” 


Defends Plant Shutdown 


Buffalo, N. Y.—Officials of 
Niagara Machine & Tool Works 
said a recent one-week produc- 
tion shutdown of its plant here 
which idled 400 workers was 
necessary to “balance our inven- 
tories of finished machines.” 
Frederick E. Munschauer, Jr., 
Niagara president, emphasized 
that the machine-tool industry as 
a whole is operating well below 
last year’s level. He said many 
plants in the industry around the 
country have taken similar action 
because of this slow-down in 
business. 


U. S. Steel Export Co. 
Orders Price Reduction 


New York—Steel prices for 
export have been cut by as much 
as $6 a ton by the U. S. Steel 
Export Co. Reduced prices ap- 
ply to hot and cold rolled carbon 
sheet, cold rolled strip, galvan- 
ized sheets-carbon, long terne 
sheets, and vitrenamel sheets. 

Cuts were made to make 
prices more competitive with for- 
eign market quotations. 


Esso Forms Affiliate 


New York—Standard Oil Co. 
(New Jersey) has formed a pro- 
duction affiliate. Known as Jersey 
Production Research Co., it will 
direct Standard’s geological, geo- 
physical, and production research 
activities formerly carried out 
under contract by Carter Oil Co. 
Jersey Production will take over 
Carter Research Laboratories in 
Tulsa, Okla. 
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Warsaw—Limited freedom seems to be paying off for the 


Polish nation. Polish industrial development has been more 
favorable in 1957 than in the preceding year, according to a 
report on the National Economy Plan published by the Statis- 
tical Central office in Warsaw. 

For the first time, plans had been adapted to actual possi- 
bilities and capacities so that the goal set for 1957 could be 
reached 100%. 

The Polish national income increased to 276 billion zloty out 
of which 79% were spent on consumer goods. Average income 
increased by 16% compared to a price increase of only 5.2%. 
Some 90% of all products are still subject to governmental price 
control. 

Biggest growth was enjoyed by the machinery and metal in- 
dustries which increased production by 60% by utilizing the 
capacity of armament plants for civilian purposes. 

« e - 

London—The tin price moved up when deliveries of Russian 
tin on the London Metal Exchange were temporarily suspended. 

Reason for the suspension was pretty technical. The Russians, 
not to put too fine a point on it, had bungled their classification 
work. They failed to distinguish clearly between two brands 
of tin—only one of which was of the percentage purity required 
to qualify for London metal exchange contract. 

The setback, however, will presumably only be temporary. It 
has served to indicate, meanwhile, just how ready to jump 
the tin price now is. 

e « = 

London—British capital expansion plans—like our own— 
are headed downward. New factory plans approved in 1957 
were for 64 million sq. ft., less area than in any year since 1953. 

Board of Trade reports that the year’s final quarter saw new 
approvals fall more than 4 million sq. ft. from the previous 
quarter to 13.8 million sq. ft. Only the “Suez” first quarter 
has had a lower quarterly total since 1953—13.6 million sq. ft. 

a * * 

Tokyo—Japan is keeping a watchful eye on its textile indus- 
try. As a Far Eastern ally it doesn’t want to alienate America any 
more than it has to by flooding our markets with low priced 
textiles. 

That’s the reasoning which prompted last week’s decision to 
suspend issuance of export licenses for Japanese knitted and 
woolen goods to the United States and Canada. Feeling is that 
mounting competition among Japanese producers may result in 
dumping of these goods at ridiculously low prices. 

The suspension will remain enforced until measures are taken 
by the Ministry to prevent dumping and to keep reasonable prices 
for the goods. 

* * e 

Montreal—Textile troubles are also plaguing this rapidly 
growing country. 

Some 50 mayors, industrialists, and other leading citizens 
of Quebec’s eastern townships recently drafted concrete proposals 
they will submit to Prime Minister John Diefenbaker in an effort 
to revive Quebec’s slumping textile industry. 

It was pointed out that the “disastrous” trend of the industry 
during the last ten years means current employment for at least 
25,500 fewer persons in the industry than under normal con- 
ditions. 


Your nearby H & D 
sales office is listed 
in the yellow pages. 
Phone for fast 
corrugated box 
service. 


—c..  MINDE & DAUCH 
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ALBERT J. BRUNER has been pro- 
moted from material coordina- 
tor and purchasing agent to di- 
rector of purchasing, American 
Metal Specialties Corp., Hatboro, 
Pa. Carl Meremback takes on the 
duties of purchasing agent. 


H. F. Jacobsmeyer has been 
promoted to sales manager of 
Grayson Controls _ Division, 
Robertshaw-Fulton Controls Co., 
Long Beach, Calif. 


N. M. Graham has been as- 
signed to the new post of man- 
ager of commercial sales at the 
Columbus Division of North 
American Aviation, Inc., Colum- 
bus, Ohio. 


Martin K. Schnurr, Jr., is now 
assistant to the general manager 
of sales, the Stainless Steel Di- 
vision, Jones & Laughlin Steel 
Corp., Detroit. Cornel Bolog and 
Joseph M. Weaver have been ap- 
pointed field salesmen in the Chi- 


cago and Detroit districts re- 
spectively. 
C. P. Eldred, III, succeeds 


R. A. Wells as manager of Bemis 
Bro. Bag Co.’s cotton mill, Bemis- 
ton, Ala. Wells retired after 46 
years service. 


Edward A. Rogers has been 
appointed a field engineer at 
Norton Co.'s Chicago district 
office. 


Gordon A. Vannah has been 
named Boston district manager 
for B. F. Goodrich Industrial 
Products Co. 


J. W. Brentlinger has been 
transferred by The Firestone Tire 
& Rubber Co. to its San Fran- 
cisco district as manager. 


PURCHASING ACTIVITIES of Knox 
Glass Inc. have been centralized 
at the firm’s headquarters, Knox, 
Pa., and Harold S. Wahiner ap- 
pointed general purchasing 
agent. 
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William J. Young, Jr., has 
been appointed assistant sales 
manager for steel equipment 
products, Berger Division, Re- 
public Steel Corp. and will be 
at Canton, Ohio, headquarters. 


Arthur B. Williams has joined 
Engineered Electronics Co., Santa 
Ana, Calif., as sales manager. 


Richard C. Burck has _ been 
advanced to manager of product 
development for Mobay Chemi- 
cal Co., New York. 


Joseph P. Addonizio moves up 
to eastern regional manager for 
the Scientific Instruments Divi- 
sion of Beckman Instruments, 
Inc., Mountainside, N. J. 


Howard H. Deem has _ been 
made director of manufacturing 
for Valvair Corp. and Sinclair- 
Collins Valve Co., Akron. 


LYNN BARNETT, president of AST 
Co., Inc., and Mectron Industries 
Corp., New York, has been 
elected president of the Institute 
of Surplus Dealers. 


James H. Walker takes over 
the new post of controller, 
finance, Telecommunications Di- 
vision, industrial electronic prod- 
ucts, Radio Corp. of America, 
Camden, N. J. 


James M. Matthews has been 
appointed director of sales, mag- 
netic and electronic materials, by 
Allegheny Ludlum Steel Corp., 
Pittsburgh. James W. Murphy 
and Richard D. Mercer were 
named product managers for 
stainless steel sheets and _ stain- 
less steel strip respectively. 
George C. Oehmler was made 
assistant to the director of sales, 
stainless and specialty steels. 


Malcolm S. Cone, Jr. has been 
made exclusive sales and service 
representative in western Tennes- 
see, Arkansas and northern Mis- 
sissippi for Lewis-Shepard Prod- 
ucts, Inc. 


Walter R. Gilsdorf has been 
assigned to the new post of gen- 
eral sales manager for Spaulding 
Fiber Co., Inc., Tonawanda, 
N. Y. 


Douglas McKean has joined 
Albany Machine Tool Corp., 
Albany, N. Y., as vice president 
and director. 

Howland 


Wentworth T. has 


been made director of purchases 
and production for Clevite Tran- 
sistor Products, Waltham, Mass., 
and Graham C., 


Hird becomes 


Both have 


purchasing 


agent. 


been with the firm about four 
years. 
Williard F. Sterne has been 


elected president of American 
Allsafe Co., Inc., Buffalo, N. Y. 
Formerly vice president and man- 
ager, he succeeds the late C. R. 
Holzworth. 


Claude E. Thacker has joined 
the midwest sales staff of Diehl 
Mfg. Co. and will headquarter 
at the firm’s Cleveland office. 


M. A. Chambers has been 
elected president of National 
Machine Products Co., Utica, 
Mich., succeeding John L. Cook, 
who retired. 


Rae E. Hasselbring has been 
advanced to general manager of 
the Warehouse Division, Reyn- 
olds Aluminum Supply Co., At- 
lanta, Ga. and Robert P. Jourdan, 
Jr., has been named manager of 
the Miami warehouse. 


K. Bleecker has 
vice president of 
Metal Mfg. Co., 


been 
the 
New 


Louis 
elected 
Royal 
York. 


Frank M. Nolan has _ been 
promoted to manager of sales, 
switchgear department,  Allis- 
Chalmers Mfg. Co., Milwaukee. 


Huntley M. Campbell has 
been appointed New York 


branch manager by The Seymour 
Mfg. Co. Spencer Ross has been 
named assistant to Campbell. 


VINCENT T. NOLAN, 


formerly 
chief accountant, has been ap- 
pointed purchasing agent of the 


Alloy Tube Division, The Car- 
penter Steel Co., Union, N. J. 


R. F. Gamundi, assistant to the 
general manager of the Heater 
Division, Eaton Mfg. Co., Cleve- 
land, has been promoted to gen- 
eral manager. 


Malcolm B. Roach has joined 
Otis Engineering Corp., Dallas, 
as general sales manager. 


Obituaries 


Charles P. Cady, 68, former 
purchasing agent and vice presi- 
dent of Westlake Mfg. Corp., 
Canastota, N. Y., died Jan. 30. 
He resigned from the firm two 
years ago because of poor health. 


Guy A. Biesecker, 70, former 
regional sales manager in Chi- 
cago for the Fabrics and Finish- 
ing Division of E. I. du Pont de 
Nemours & Co., died of a heart 
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FRED CHRISTIAN, founder of KNX radio station, the CBS outlet in 
Los Angeles, chats with Louise O’Brien, famous radio singing star. 


—A P.W. Profile 


“You can talk with porters or 
presidents and not know or care 
who is which,” is how Fred W. 
Christian explains his fascinat- 
ing hobby, ham radio. 

But this director of purchas- 
ing’s interest goes beyond the 
normal amateur’s, for Christian is 
known in radio as the founder 
of KNX, the Los Angeles outlet 
for CBS. Fred Christian is now 
vice president, general manager, 
as well as director of purchasing 
for American Diathermy Prod- 
ucts in Los Angeles, a producer 
of electronic and electrohydraulic 
parts. 

As long as he can remember, 
Fred Christian’s interest has been 
centered on radio. At 17 when he 
was teaching radio school in 
Norfolk, Va., he was hired as a 
shipboard wireless operator by 
the American Marconi Corp. 
(later Radio Corp. of America). 

In 1920 he became one of the 
first to play phonograph records 
over the air when he founded 
KNX. But he denies being the 
world’s first disc jockey. “I think 
KDKA in Pittsburgh was ahead 
of me.” 

For 38 years Christian has had 
the call letters WORK which also 
is his auto license plate number. 
In times of disaster this becomes 
his entree through police lines to 
set up communications. 

During a couple of memorable 
Southern California earthquakes, 
it was Christian who _ restored 
communication to the stricken 


Fred Christian—He Purchases 
But His Big Love Is Ham Radio 


Know This Man? 


He is in purchasing. He is 
famous for his outside activ- 
ities or has an unusual back- 
ground. If you know him, 
tell us. We will do his pro- 
file. 


attack Feb. 10. 
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area. During the 1920 quake in 
Santa Barbara, which caused two- 
foot thick adobe walls to tumble, 
Christian spent four entire days 
at his radio code transmitter. 
He relayed emergency informa- 
tion to other hams in Los Angeles 
who passed the word on to dis- 
aster officials. 

Again in the early 1930's he 
set up a ham rig in what was 
left of Long Beach city hall fol- 
lowing a tremblor, establishing 
communication with the Los 
Angeles police department. Be- 
cause of this he was tapped by 
the LAPD to set up their police 
radio system. 

During recent months Chris- 
tian’s ham equipment has been 
in storage. One reason has been 
the pressure of business, includ- 
ing his purchasing activities. “It 
would also interfere too much 
with my neighbor's TV.” How- 
ever, Christian is planning to in- 
stall the equipment in his car 
and “head for the desert or a hill- 
top where | won't bother any- 
one.” 

Among other ardent radio 
hams, Christian has communi- 
cated with Freeman Gosden (of 
Amos ‘n’Andy fame) and Herbert 
Hoover, Jr. There have been 
other notables too. But as he 
points out, “With ham radio you 
usually don’t have the slightest 
idea with whom you're talking.” 

Christian’s company, Ameri- 
can Diathermy, is an outgrowth 
of Lee De Forrest Laboratories 
which he founded in partnership 
with the eminent inventor. 

During the 12 years they were 
associated in business, Christian 
could not interest the “Father 
of Radio” in the fine points of 
ham operation. “You know,” 
Christian recalls, “he never 
learned to copy code any faster 
than two words a minute.” 
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Surplus Show 
Stresses 


Industrial 
Products 


Industrial products of the kind many PURCHAS- 
ING WEEK readers buy played a big part in the 
eighth annual trade show of the Institute of Sur- 
plus Dealers (ISD) in New York City on Feb. 
14-17. 
Almost 7,000 visitors milled about the stalls 
of 87 exhibitors in industry's bargain basement. 
Bad weather kept down attendance, but interest 
was high. Buying, selling, and trading were active, 
and pricing and plain gawking were also in order. 
Surplus, long associated with tin army cups, 
compasses, and sleeping bags, has moved into a 
wide range of industrial products. While the 
Army-Navy store flavor is still noted, the new 
emphasis is on products of use to industry. 
Most of the exhibited materials were Armed 
Forces surplus—unused. An estimated 10% of 
the material was surplus from industry. Latter 
fact shows buying interest of dealers. 
If the show proved anything, it proved that 
surplus dealers, through their often-cited “imagi- 
neering, are showing the way to industry to use 
the materials they handle. And purchasing agents 
with imagination learned other uses for material 
and equipment they might be considering as scrap. 
SEARCHLIGHTS—Through “imagineering’’ dealer has converted 60-in. searchlights to solar energy furnaces and 
sells them to atomic energy and guided missile research labs. Many smaller labs could not afford new equipment. 


| Norfolk , Va. © 
| 7 SUPER MARKET of; 


PRODUCTS of wide range and a willingness to bargain set the pace at the show. Bargaining VARIETY of products were offered by some dealers. This exhibit might be similar 
here is done over coffee cups. Transactions among surplus dealers are known to be informal. to the surplus store on the highway near your own town. Name it, they have it. 
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STRUMENTS WERE WIDELY AVAILABLE. Lynn Barnett, ISD pres- HYDRAULIC EQUIPMENT was offered for sale. This CONVEYORS AND WEBBING HARDWARE were featured by 


ent, shows a temperature recorder from extensive stock. dealer buys chiefly from Air Force, sells to industry. several dealers—one of many lines with industrial uses. 
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ACKAGING MATERIALS of wide variety were dis- PUMPS, an item of interest to many industrial buyers, were 
ayed. Bearing is wrapped in government spec foil. on the market. One pump here operated during entire show. offered by many dealers. Surplus is a ‘natural’ for such items. 


BUYING was as important as 
selling to exhibitors. As in 
selling, buying offers were of 
great variety. Dealer here 
bought exposed x-ray film for 


reclaim of silver content. EQUIPMENT 
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SELLING was brisk for those 
dealers who had good buys. 
Shoppers at show were canny 
buyers who kept dealers on 
toes to carry out their aim to 
buy low and sell low. 
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Purchase Order 
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Traffic Dept. 


Expedite >in Transit) 
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Expedite (Prior Shipment) » 


Delivery Information 


Ordered Material 
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Over, Short & Damage Report 


Claims Dept. 
(Non-Transit) 


Claims 


Claims & Traffic 
(Transit) Depts. 


Receiving Report 


Invoice 
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Payment ) Acc’t. Dept. 


in diagram. Procedure allows effective control. 
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CONTROL FORMS AND PROCEDURES—from original factory requisition to invoice payment—are shown 
Role of centralized purchasing can be clearly seen. 


Form 15l-A 1958 CAMPAIGN AND MAINTENANCE SUPPLIES LIST 
INDEX 
Seca Page Seco | Pag 
Adhesives, bag closing 2 3 | Flashlights 5 1 
Air filter units 5 1 | Flooring Blocks 3 3 
Anti-freeze 4 1 | Forks, beet & manure 3 2 | 
Fraizers, finishi 10 
Babbitt h | 1 , - * 
Bandsaw blades 3 1 auges, beet knife eb} 30 1 
Dials, watchclock ~ ~T67] 6 10 
Paper, wrapping 6 10 
Enamels 3 5 Pipe, black and galvanized 3 7,8 
Pliers 3 1 
Pots, tallow 3 2 
| Primers 2 6 


Above items arranged in sections according to buyer commodity assignments as follows: 


Section 1 - A. G. Frost, Jr. 
Section 2 - John E. Aitken 


Section 3 - E. R. Lupton 


Section 4 = E. Moon 


Section 5 = L. Ce Olsen 


Section 6 = P. J. Cunningham 


PORTION OF FORM REQUISITION cover index is shown. Minimum number of purchase orders is required 
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in Purchasin 


Standardization in purchasing 
of supplies has brought benefits 
and honors to Great Western 
Sugar Co. 

The benefits have been: 

e Reduction in number of 
purchase orders issued (One hun- 
dred now do where 2,000 were 
previously required). 

e Increase in quantities per 
order resulting in quantity dis- 
counts. 

e Economies 
tion. 

e Completeness in the check 
list available to requisitioners. 

e Aid to factories in planning 
requirements. 

e Improvement in the follow- 
up system. 

These benefits have been made 
in the face of a three-month pro- 
duction season and a nine-month 
maintenance season. This odd 
schedule is normal in the sugar 
beet industry. 

The honors were won in the 
Denver and District 3 N.A.P.A. 
1957 Standardization Case His- 
tory Contest. 

Great Western and its sub- 
sidiary, Northern Ohio Sugar Co., 
operate 20 factories in Colorado, 
Nebraska, Wyoming, Montana, 
and Ohio. All purchasing is done 
by the central purchasing depart- 
ment in Denver. Purchasing Man- 
ager Carl R. Roberts, who has 
one assistant, heads six buying 
divisions, and a clerical division. 

In the standardization bulletin 
Roberts submitted in winning 
District Three award, he stated, 
“All but two of our factories use 
the same general process in re- 
fining sugar from beets. It is ap- 
parent, therefore, that their re- 


in transporta- 


These Forms Help Great Western Sugar Co. 
To Standardize Buying at Its 20 Factories 


Standardization 


g 


Brings Benefits 


maintenance supplies are simila 
As a considerable amount of ou: 
buying is in response to requisi- 
tions from the factories, we found 
frequent duplication. To some 
extent this is inevitable in an op- 
eration such as ours, but we 
thought it could be reduced and 
set out to find a way.” 

Great Western first studied its 
purchases and found there were 
some items, such as steel pipe, 
that were already identical in 
all the factories. Roberts says. 
“These presented no particular 
problem, requiring only the de- 
velopment of complete, accurate 
descriptions.” 

In other cases where the fac- 
tories had been using similar, but 
not identical items, the standard- 
ization story is told in two com- 
modity case histories—paint and 
rubber hose. 

The problem was to select 
from products already on the 
market those items that would 
have the widest possible use 
throughout the company. 

“In the case of paint Great 
Western developed _ standard 
painting instructions for the fac- 
tories. Certain colors are used 
for exterior building surfaces; 
particular types are designated 
for use on equipment within the 
factories, and so on.” 

“We then fixed on a definite 
brand and formula for each ap- 
plication. In some cases special 
paints are made for us to satisfy 
unusual service conditions. We 
now have a list of 38 paints, coat- 
ing, thinners, and solvents that 
take care of most requirements.” 

“Rubber hose presented a 
somewhat different problem,” 


as commodities are grouped by buyer assignment. Buyer groups similar items as supplied by one vendor. quirements of operating and]|continues Carl Roberts, “It was 
CAMPAIGN and MAINTENANCE SUPPLIES LIST 
THE GREAT WESTERN SUGAR CO. Factory 
Campaign — Est. Days to Run____ Date Req'n No.___ 
| | vu | T 7 t } ij 
~SED | 
U * | ESTIMATED | ACTUAL | PURCHASE DATE | SCHEDULED | DATE 
COMMODITY DESCRIPTION | UNIT vesieeel —s | ON Hance euneee QUANTITY ORDER sie SHIPPING | wi 
| FISCAL YEAR | _| ae tl OrvereD | NUMBER REGUIRED Pare | RECEIVED 
CLOT —Yard | | | | | 
LOTH, FILTER—Yard Goods © | | _ aE aaa a _| -— saantead 
Cotton Duck: | | 


PAPER, FILTER, Type 10/12, 12!/,"' 


x 121/75" 


NAS oh 
ALB? 3B 


(Centrifugal Wash 


er Presses) 


Buyer A. G. Frost, Jr. 


Section No. 


= 
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ILLUSTRATION SHOWS HEADINGS 


and commodity 


Purchasing Week 


descriptions appearing on actual page of Form Requisition. Simplicity is keynote. 
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ot difficult to write standard 
yecifications for air hose, steam 
ose, hot water hose, and such, 
jut we wanted a system that 
yould permit instant identifica- 
ion of each type. A cold water 
ose connected to a steam line 
yvon’t last very long, and it can 
ye dangerous.” 

“We found no identification 
ystem in use by the industry or 
»y any hose manufacturer. We 
iad to set up our own. We picked 
ed for the outside cover of air 
iose, black for steam, green for 
old water, white for hot water, 
nd yellow for acid. While no 
nanufacturer makes all of these 
is standard, our volume—with 
il requirements combined— 
nakes,special runs justified.” 


Standard Items Grouped 


When supplies had been stand- 
irdized as far as possible, Great 
Western grouped them according 
to buyer commodity assignments. 
The next problem was to imple- 
ment this standardization data 
with proper methods and pro- 
cedures to assure effective use. 
fo understand how this was done 
it is necessary to know about the 
seasonal nature of Great West- 
ern’s operations. 

Sugar beet crops determine the 
operation cycle. Oct. 1 to Dec. 
31 is the operation, or produc- 
tion, season, and the term “cam- 
paign” is used to describe this 
period. In case of particularly 
good crops this period is extended 
through January. The remainder 
of the year is a maintenance 
period. 


Requisition Devised 


To fit the standardization data 
into this scheme, Purchasing de- 
vised a “Form requisition.” This 
is a printed form of 44 pages on 
which are listed the standardized 
supplies for use throughout the 
company. Copies are sent to the 
20 factories each year toward the 
end of the operating season. Each 
factory enters on the form the 
amount of each item used during 
the last year, the amount on 
hand, and the amount needed for 
the year ahead. 

As Roberts says, “This Form 
Requisition is itself an exercise 
in standardization.” 


Factories Send Four Copies 


From the list of supplies on the 
Form Requisition each factory 
makes up a single requisition to 
cover their needs for the cam- 
paign and maintenance periods 
of the coming year. They send 
this requisition, with one of the 
‘our copies of the Form -Requisi- 
tion received by them, to Pur- 
chasing. One Form Requisition 
S used as a work copy and two 
ire retained at the factory. 

There are about 100 com- 
modities on the Great Western 
form, which means that 100 pur- 
chase orders now do what for- 
merly was required by 2000. “We 
can buy more advantageously 
since we are dealing with much 
larger quantities at one time,” 
says Roberts. “Often we can 
combine the requirements for all 
factories for shipment to one 
point and distribute from there, 
thus saving transportation costs 
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or qualifying for a lower price, 
or both. Sometimes increasing 
the order slightly will enable us 
to take advantage of carload rates 
or quantity discounts.” 

Tax advantages are also cited 
by Roberts. “In consolidating our 
purchases, as long as we do not 
take delivery in Denver, we avoid 
the city sales tax. Where material 
is shipped direct from manufac- 
turing plants we avoid paying 
taxes on freight.” 

Factories have found the Form 
Requisition useful, too. They use 
it as a check list to make sure 
they don’t overlook anything. It 


perience and thereby helps them 
to plan more exactly. They enter 
order numbers and _ delivery 
schedules on the form as pur- 
chase orders are issued, which 
gives them a convenient follow- 
up system. 

Purchasing has increased the 
effectiveness of the form and en- 
larged on it over the years. More 
detailed standardization of indi- 
vidual commodities has reduced 
misunderstandings. 

Two additional form requisi- 
tions have been developed. One 
is entirely of printed forms and 
stationery and the other of labo- 


“There are so many items in each 
of these classifications that it 
seemed better to handle them 
seperately from the general Form 
Requisition. The technique is the 
same, however, and the benefits 
are equal in both kind and im- 
portance.” 

Factories handle requisitions 
for materials not included on the 
Form Requisitions in the same 
way as they do standardized 
items. The only exception is the 
absence of the Form Requisition 
itself. 

All factories recognize the 
value of the standardization pro- 


ing. Roberts declares, “Our fac- 
tories realize the importance of 
the organization. They are, how- 
ever, allowed to make cer- 
tain emergency purchases which 
amount to only five per cent of 
the total dollar volume.” 
Purchasing Manager Roberts 
recognizes that company organ- 
ization helps make standardiza- 
tion such a success at Great 
Western, going beyond just pur- 
chasing-factory cooperation. He 
says, “One of the reasons for the 
success of our central purchasing 
is that purchasing it directly re- 
sponsible to the president of the 


gives them a record of past ex-|ratory supplies. 


Roberts states,| gram and of centralized purchas- | company.” 


Ford’s Sales Message 


finds the KEY MEN 
Thanks to Advertising! 


Purchasing Week 


Says Henry Ford IT: 


‘‘Advertising is an indispensable 
aid to our sales force.’’ 


The sale of trucks isa highly specialized field. 
Especially where large trucks are concerned, 
we know that performance and utility heav- 
ily outweigh the styling and prestige consid- 
erations that play such an important role in 
passenger car sales. Because of this premium 
on performance and utility, it is rare that one 
person alone makes the decision to buy a 
large truck. Our research indicates that an 
average of five persons collaborate on such 
a decision, and that they in turn are influ- 
enced by three other persons. 


Because truck purchases are so largely a 
matter of group decision making, advertis- 
ing is an indispensable aid to our sales force. 
It enables us to get our product story through 
to all members of the decision-making group 
—including those members who may not be 
accessible to our sales personnel. Our sales- 
man may or may not know the key man in the 
decision-making group, but the right adver- 
tising message will find him. 


f 
- a 
i nd “ President 


Thanks to the advertising pages of the trade 
press, American Industry today has a wide 
choice of advanced techniques and improved 
tools and materials. This speeds production, 
steps up quality, cuts production costs. Then 
advertising, in turn, lowers selling costs to 
the consumer. Result: 


AMERICA IS A BETTER AMERICA— 
THANKS TO ADVERTISING! 
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Meetings You May Want to Attend 


First Listing 


National Association of Purchasing Agents— 6th 
District Council Meeting, Sheraton-Gibson Hotel, 
Cincinnati, March 14-15. 


American Society of Mechanical Engineers, Ma- 
chine Design Division — Design Conference and 
Engineering Show, International Amphitheatre, 
Chicago, April 14-17. 


National Petroleum Association Semiannual 
Meeting, Hotel Cleveland, Cleveland, April 16-18. 


National Industrial Advertisers Association 
Annual Convention, Chase and Park Plaza Hotels, 


St. Louis, June 3-6. 


Canadian Association of Purchasing Agents 
33rd Annual Conference, Queen Elizabeth Hotel, 
Montreal, Quebec, June 8-10. 


22nd National Oil Heat and Air Conditioning Ex- 
position—The Coliseum, New York, June 9-12. 


Oil Heat Institute of America—Annua! Conven- 
tion, Park Sheraton and Barbizon Plaza Hotels, 
New York, June 10-12. 


National Petroleum Association 56th Annual 


Meeting, Traymore Hotel, Atlantic City, Sept 10- 
12. 


Previously Listed 


MARCH 


Southern Safety Conference Exposition, Pea- 
body Hotel, Memphis, Tenn., March 2-4. 


American Machine Tool Distributors Association 
—Spring Meeting, Hotel Roosevelt, New Orleans, 
March 10-11. 


Nuclear Congress—Co-sponsored by American So- 
ciety of Mechanical Engineers and Engineers 
Joint Council, International Amphitheatre, Chi- 
cago, March 16-21. 


Atomic Industry Trade Show International 
Amphitheatre, Chicago, March 16-21. 


Steel Founders’ Society of America Annual 
Meeting, Drake Hotel, Chicago, March 17-18. 


Atomic Energy Management Conference — Co- 
sponsored by Atomic Industrial Forum and Na- 
tional Industrial Conference Board, Palmer 


House, Chicago, March 17-19. 
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ACE“ 


Controlled-property 
compounds meet 
your needs for: 


MECHANICAL, 


ELECTRICAL, 


CHEMICAL 
APPLICATIONS 


CoE to think of it, we’re a little amazed 
ourselves at the way Ace engineers can 
blend the mechanical, electrical and chemi- 
cal properties of different rubber and plastic 
g materials. Their aim is always to find the 
one best material for each of your jobs . 
never overdesigned . . 


. With production 


economy a must. Result: hundreds of tailor- 
made rubber, plastic, and rubber-plastic 
alloys to choose from... plus many unusual 
materials like Ace-Tex pyrobitumens. Ask 
us for anything from rough-ground rods to 
finished molded assemblies. Our facilities 
for molding, extruding, fabricating, and lin- 
ing are among the world’s largest. 


Always check your ACE 
design engineer’s Handbook 
when selecting materials 
for today’s production and 
tomorrow’s plans. If you 
haven’t a copy, write 
today! It’s Free. 
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. 
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ACE rubber and plastic products 


G AMERICAN HARD RUBBER COMPANY 
Ace Road @ Butler, New Jersey 
DIVISION OF AMERACE CORPORATION 
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National Association of Corrosion Engineers — 
Annual Conference and Exhibition, Municipal 
Auditorium, San Francisco, March 17-21. 


National Industrial Conference Board — 384th 
General Session, Statler-Hilton Hotel, Dallas, 
March 20. 


21st Annual Pacific Northwest Purchasing Agents’ 
Conference—Co-sponsored by the British Colum- 
bia, Oregon and Washington Purchasing Agents 
Associations, Multnomah Hotel, Portland, Ore., 
Mar. 21-22. 


American Power Conference—20th Anniversary 
Meeting, Sherman Hotel, Chicago, March 26-28. 


Electrical Industry Show and Electrical Mainte- 
nance Conference—Shrine Exposition Hall, Los 
Angeles, March 27-29. 


Gas Appliance Manufacturer's Association—An- 
nual Meeting, Greenbrier Hotel, White Sulphur 
Springs, W. Va., March 31-April 2. 


American Management Association, Manufactur- 
ting Division—Conference on Cost Reduction 
Through Effective Purchasing and Materials Man- 
agement, Palmer House, Chicago, March 31- 
April 2. 


APRIL 


Material Handling Institute — Spring Meeting, 
Hotel Cleveland, Cleveland, April 8. 


American Welding Society—Annual Meeting and 
6th Welding Show, Statler Hotel, St. Louis, April 
14-18. 


Association of Iron and Steel Engineers—Spring 
Conference, Dinkler-Tutwiler Hotel, Birmingham, 
Ala., April 21-23. 


Architectural Metal Manufacturers—20th Annual 
Convention, Shamrock Hilton Hotel, Houston, 
April 27-May 2. 


National Tank Truck Carriers—10th Annual Con- 
vention, Boca Raton Hotel and Club, Boca Raton, 
Fla., April 27-May 2. 


National Screw Machine Products Association 
25th Anniversary Meeting, Drake Hotel, Chicago, 
April 30-May 3 


MAY 


American Society of Tool Engineers—Too! Show 
and 26th Annual Convention, Convention Center, 
Philadelphia, May 1-8. 

British Columbia International Trade Fair—Van- 
couver, B. C., May 1-10. 


National Tool & Die Manufacturers Association— 
Spring Meeting, Statler Hotel, Washington, D. C., 
May 3-6. 


Air-Conditioning and Refrigeration Institute—An- 
nual Meeting, The Homestead, Hot Springs, Va., 
May 4-7. 


National Welding Supply Association—-14th An- 
nual Convention, The Americana, Miami Beach, 
Fla., May 5-7. 


American Mining Congress - 
Cincinnati, Ohio, May 5-7. 


- Coal Convention, 


American Public Power Association - Annual 


Meeting, New Orleans, May 6-8. 


Western Air Conditioning Industries Association 
—wWestern Air Conditioning, Heating, Ventilating 
and Refrigeration Exhibit and Conference, Shrine 
Exposition Hall, Los Angeles, May 7-11. 


United States World Trade Fair—2nd Annual 
Exposition, Coliseum, New York, May 7-17. 


American Material Handling Society — Western 
Material Handling Show, Great Western Exhibit 
Center, Los Angeles, May 8-10. 


National Association of Purchasing Agents—An- 
nual Convention, Conrad Hilton Hotel, Chicago, 
May 11-14. 


American Society for Metals —- Southwestern 
Metal Exposition and Congress, State Fair Park, 
Dallas, May 12-16. 

American Foundrymen’s Society—62nd Annual 


Convention and Exhibition, Public Auditorium, 
Cleveland, May 19-23. 


American Iron & Steel institute—Annual Meeting, 
Waldorf-Astoria Hotel, New York, May 21-22. 


Triple Industrial Supply Convention — Waldorf- 
Astoria Hotel, New York, May 26-28. 


JUNE 


Edison Electric Institute—26th Annual Conven- 
tion, Convention Hall, Boston, June 9-12. 


National Materials Handling Exposition—Public 


Auditorium, Cleveland, June 9-12. 
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National Association of Electrical Distributors 
50th Annual Convention, Civic Auditorium, Sx 
Francisco, June 9-13. 


International Automation Exposition and Co, 
gress—Coliseum, New York, June 9-13. 
American Society of Mechanical Engineers—Sen 
Annual Meeting, Statler Hotel, Detroit, Jur 
15-19. 

American Society for Testing Materials— Annu: 


Meeting, Statler and Sheraton Plaza Hotels, Bo 
ton, June 22-27. 


American Institute of Electrical Engineers—Su: 
mer General Meeting, Buffalo, N. Y., June 22-2 


Purchasing Agents Association of Hawaii—-Hawa 
Mid-Pacific Purchasing Seminar, Hawaiian Villac 
Hotel, Honolulu, June 23-25. 


American Marketing Association—-Annual Co 
vention, Harvard School of Business Administr 
tion, Boston, June 24-26. 


SEPTEMBER 
Steel Founders’ Society of America—fall Mee 
ing, The Homestead, Hot Springs, Va., Sep: 
22-23. 


Association of Iron and Steel Engineers—Annuc 
Meeting, Public Auditorium, Cleveland, Sept. 23 
26. 


OCTOBER 


National Institute of Governmental Purchasing. 
13th Annual Conference and Product Exhibit 
Hotel Statler, Boston, Oct. 5-8. 


Gray Iron Founders’ Society—Annual Meeting 
Sheraton Park Hotel, Washington, D. C., Oct. 8-10 


National Association of Purchasing Agents—6th 
District Purchasing Conference, Sheraton-May 
flower Hotel, Akron, Ohio, Oct. 10-12. 


Purchasing Agents of Central lowa Products 
Show, Veterans Memorial Auditorium, Des 
Moines, Oct. 15-16. 


Foundry Equipment Manufacturers Association 
Annual Meeting, Greenbrier Hotel, White Sulphur 
Springs, W. Va., Oct. 16-18. 


Conveyor Equipment Manufacturers Association 
—Annual Meeting, Greenbrier Hotel, White Sul 
phur Springs, W. Va., Oct. 18-21. 


American Society for Metals—National Metals 
Exposition and Congress, Public Auditorium, Cleve 
land, Oct. 27-31. 


NOVEMBER 


National Electrical Manufacturers Association 
Annual Meeting, Hotel Traymore, Atlantic City 
Nov. 10-14. 


National Electrical Contractors Association—An 
nual Convention and National Electrical Exposi- 
tion, Adolphus Hotel, Dallas, Nov. 16-21. 


Society of the Plastics Industry—8th Nationa! 
Plastics Exposition, International Amphitheatre, 
Chicago, Nov. 17-21. 


List Your Meetings 


Associations, societies, and 
committees interested in calling 
the attention of readers of Pur- 
chasing Week to their meetings 
are welcome to use this column. 
The gathering should be one of 
interest to purchasing agents. 
There is no charge. 

Send announcements to: Meet- 
ings Calendar, Purchasing Week, 
330 West 42nd Street, New York 
36, N. Y. 


Goodyear Tire & Rubber 
Plans West Virginia Plant 


Apple Grove, W. Va.—Goodyear Tirc 
& Rubber Co. plans to build a $9-million 
plant here which will produce the com- 
pany’s new plastic product, Videne. 

The installation will be located on i 
324-acre tract and housed in a five-story 
building occupying 100,000 sq. ft. of floor 
space. Full scale production of the new 
plant will begin by early spring of 1959 
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rossett to Modernize 
lant for $6 Million 


Crossett, Ark.—Crossett Paper 
fills plans to complete a new 
6 million modernization and ex- 
insion program this year at its 
lant facilities here. 

Among the projects planned 
e a new chemical recovery unit 


nd modification of the pulp 
ooking process at their food 


Crossett also has a 
expansion program 
for their research 


oard mill. 
200,000 
cheduled 
boratories. 


exas Crude Oil Output 
eld to Nine-Day Flow 


Austin, Texas—Texas crude 
il production in March will be 
eld to a low 9 days’ flow. That’s 
ver 500,000 barrels under the 
gal ceiling and the state’s low- 
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Atlanta 3, Ga. . . . M. H. Miller, 
1301 Rhodes-Haverty Bldg., Jack- 
son 3-695 I+ 


Boston 16, Mass... . Walter W. Patten, 
Jr., 350 Park Square Bldg., Hubbard 
2-7160 

Chicago 11, tll... . William S. Hessey, 
Steven Shaw, 520 North Michigan 
Ave., Mohawk 4-5800 

Cleveland 13, Ohio William R. 
Freeman, 1164 Illuminating Bldg., 
S55 Public Square, Superior 1-7000 

Dallas 1, Tex... . Edward E. Schirmer, 
901 Vaughn Bldg., 1712 Commerce 
St., Riverside 7-5117 

Denver 2, Colo. . John W. Patten, 
1740 Broadway, Mile High Center, 
Alpine 5-2981 

Detroit 26, Mich... . William H. Kearns, 
856 Penobscot Bldg., Woodward 
2-1793 

los Angeles 17, Calif... . John B. Up- 
hoff, 1125 West Sixth St., Madison 
h 935] 

New York 36, N. Y.... Harry Denmead, 
Charles F. Meyer, 500 Fifth Ave., 
Oxford 5-1587 

Philadelphia 3, Pa... . Walter R. Dona- 
hue, Architects’ Bldg., 17th & San- 
som Sts., Rittenhouse 6-0670 

.. William C. 
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est output allowable since July 
1950. 

Heavy glut is responsible for 
the cutback. Industry spokesmen 
(both producers and buyers of 
Texas oil) have been urging such 
action for quite some time. 


Label Firm Plans Plant 


Reserve, La.—A new $1 mil- 
lion plant is scheduled to be built 
here by The Press of H. N. Cor- 
nay, Inc., manufacturers of color 
labels and related products. Op- 
erations are expected to begin 
in mid-1958 with approximately 
100 workers employed when the 
plant reaches full operation. 


Buck Equipment Corp. 
Awards Franchises 


Buck 


awarded 


Cincinnati 
Corp. 


Equipment 


has seven ex- 


clusive franchises to handle its 
automatic hoisting machines in 
new areas: 

Central Kentucky, Central 
Supply & Equipment Co., Perry- 
ville St., Danville; Montana, 


Monty Machinery Co., 2121 W. 
Vaughn Rd., Great Falls; North- 
ern New Jersey, Contractors Sup- 
ply Corp. of N. J., 410 S. Dean 
St., Englewood; Central New 
York, Syracuse Ladder & Scaf- 
folding Co., 2101 S. Salina Ave., 
Syracuse; Texas, Safway Scaf- 


folds of Wichita Falls, Inc., 2705 
Grant St., Wichita Falls; Utah, 
Lund Machinery Co., 2350 S. W. 
Temple, Salt Lake City; and 
Wyoming, Wortham Machinery 
Co., P. O. Box 2292, Casper. 


Ehret Magnesia Adds 
Fiber Glass to Line 


Valley Forge, Pa. Ehret 
Magnesia Manufacturing Co. has 
added glass fiber insulation for 
heating and air conditioning ap- 
plications to its line. 

The new insulation, Therma- 
K, will be produced in pipe cover, 
duct liner, and exterior duct 
forms. 


Bank Adds Car Radios 
To Speed Up Mortgages 


New York Conventional 
methods of lending money are 
too slow and old fashioned fol 
Dime Savings Bank of Brooklyn 

To speed up processing ol 
mortgage applications, the bank 
has equipped 29 cars used by its 
field appraisers with 
radio telephones 

Bank officers sitting at thei 
desks thus have immediate con- 
tact with their roving appraisers. 
Within minutes after a mortgage 
application is received, an ap- 
praiser can be dispatched, and file 
a radioed report from the scene. 
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This “Bonus Phosphor’ is 


that gives G-E customers more light from the start . 


Because G.E. has found a way to throw out the small 
phosphor particles and save just 
the bigger, brighter ones, you now get even more for 


all your lighting costs when you specify G-E 10-watt 
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His face lighted by the pile of “Bonus Phosphors”, General Electric's W. C. Martyny developed the process 
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This new General Electric Bonus Phosphor 
gives G-E Fluorescent Lamp users 7 to 9 
more light... at no added cost! 
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—— This Week’s 


Product Perspective 


Some purchasing executives are looking overseas for answers to special 
product problems. They cite these advantages: 


¢ Special designs not made in the U.S. are sometimes available. 

e There’s a price break on some types of equipment. 

e Companies abroad have more experience in certain areas. 

e Purchases can sometimes be paid for with money tied up overseas. 

¢ During prolonged strikes or severe shortages, overseas sources can be 
the purchasing executive’s only bet. 


There are some drawbacks, purchasing executives readily admit. One 
they most often point to is the sometimes long delivery lead time. And unless 
they are careful, they can run into trouble getting spare parts. Foreign buying, 
too, can hurt their relations with U. S. suppliers. (For how to buy on the 
foreign market see PW, Jan. 27, p 12.) 


Many U.S. companies are turning to European technology for help in 
broadening their product lines. 


One device they’re using is the Armour Research Foundation’s program 
for studying European technology. So far 20 companies, both large and 
small, sponsor the program—none of them competitors. ARF has teams of 
experts roaming Europe in search of product and process ideas of value to 
the sponsoring companies. Five specialized fields are explored: chemistry, 
chemical engineering, mechanical engineering, electrical engineering, and 
metallurgy. A sixth—ceramics—may soon be added. All it costs the sponsors 
is $8,500 a year each. 


In their travels, the experts go to industry and scientific meetings, talk to 
company officials, and in general keep their ear to the ground. Sometimes 
they turn up information on products that can be used by some of the 
sponsors. Other sponsors benefit from statistical information used in tech- 
nical and economic studies of their products. 


The program’s results have been most rewarding to the participating 
companies: 


¢ Chemical research information is being exchanged between an American 
and European company. The arrangement lets the American company 
obtain first rights—in return for financial support—to any products developed 
by its European partner. 

¢ Product lines have been exchanged. Thus new markets for both com- 
panies can be developed with relatively little pain. 

¢ Companies have completed their product lines. For instance, an American 
producer of mechanical control devices exchanged his product know how 
with a European maker of electronic controls. Thus both companies were 
able to offer a complete line of controls at a cost far less than what would be 
involved in engineering the new products. 


Stanford Research Institute operates a similar program. It has opened 
an office in Zurich, Switzerland. There a staff studies European activity in 
electronics, heavy industry, organic and inorganic chemistry. Any ideas they 
come up with are fed to 12 supporting companies in the U.S. 


We goofed. On page 21 of our Feb. 10 issue we described Perkin-Elmer 
Corp.’s new triple-stage vapor fractometer. Price and delivery should read: 
$6,450 without recorders; delivery, 2 to 3 mo. instead of the $1,760 and 4 to 
6 weeks we reported. The latter belongs to the company’s single-stage vapor 
fractometer. 


Lift Truck Attachment 


Speeds Handling of Drums 


Industrial lift truck attachment is cap- 
able of transporting and stacking in stor- 
age five standard 55-gal. drums at one 
time. Attachment consists of a 130 in. 
wide plate to which are welded six 3-in. 
dia. rams on which the drums nest for 
carrying and stacking. The device at- 
taches directly onto the truck fork car- 
riage secured by hangers and bolts. Rams 
are 30 in. in length with the exception of 
the one at the edge of the attachment 
plate to operator’s left. It is 34 in. long. 

Price: $550. Delivery: 60 days. 

Yale & Towne Mig. Co., 11,000 Roose- 
velt Blvd., Philadelphia 15, Pa. (3/3/58) 
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Foam Rubber Cushions 


For Steel Stools, Chai: 


Foam rubber cushions for seats an 
backs of stools and chairs install quick] 
Cushions are available for round meta 
plywood, or shaped plywood seat 
Cushions are covered with vinyl plastic 
kid-grained neutral gray. Edges a: 
bound with heavy webbing and all sean 
are plastic beaded for durability. Snay 
make installation fast and simple on bac} 
rest and shaped seat cushions. Plastic ri 
holds round seat cushions in place. 

Price: $3/back rest; $3.70/round sea 
$5.85/shaped seat. Delivery: immediat: 

Standard Pressed Steel Co., Box 1096, 
Jenkintown, Pa. (3/3/58) 


Work-Holding Clamp 


For Tool Room or Production 


Shur-Hold work clamps are designed 
for tool room or production work-holding 
problems. According to the manufacturer 
Shur-Hold eliminates blocking and strap- 
ping and insures maximum holding. The 
possibility of faulty setups is said to be 
avoided. The clamps will work on a 
variety of: machine tools: planers, millers, 
drills, borers, and also sheet metal fabri- 
cation and welding jobs. Clamps bolt to 
machine’s table. Work is held between 
clamp’s screw and table. 

Price: $19.95 for set of two, right and 
left hand. Delivery: immediate. 

Erie Clamp Co., 72A Kingsley St., But- 
falo 8, N. Y. (3/3/58) 


Air Circuit Breaker 


For Low-Voltage Circuits 


Hydraulic operator permits closing di- 
rectly from an a.c. power source with low 
control-power requirements. Fast-closing 
action of the breaker reduces stress on 
operator and contact components. Unit 
is completely sealed and requires no ad- 
justments. Maintenance is low. Rear ac- 
cess ports to the breaker’s trip devices 
permit replacement of continuous current 
coils without disturbing the trip unit. 
Breakers are rated at 225 and 600 amp. 

Price: from $840 to $970. Delivery: 
immediate to 4 wk. 

Allis-Chalmers Mfg. Co., Milwaukee |, 
Wis. (3/3/58) 


Tool Storage Cabinet 
Holds 1,092 Tools in 2.9 Sq. F 


Space-saving storage cabinet was eng 
neered specifically to protect valuab! 
gages and precision and cutting too! 
Sturdy, rigid drawers will not bind « 
sag even when fully loaded; safety hook 
prevent unintentional removal, yet drav 
ers are easily removable when desire: 
Pressure sensitive index labels are su} 
plied. Three models are available, each « 
reinforced construction to provide las’- 
ing service. All are mounted on caste! 
and finished in cabinet gray. 

Price: $272 (Model S22D3), othe: 
from $245. Delivery: immediate. 

M&S Equipment Co., Inc., 380 Darwi 
Dr., Snyder 26, N. Y. (3/3/58) 
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Materials Testing Machine 
Provides Printed Test Data 


Important test data such as offset yield 
strength can be obtained instantly from 
the Electromatic testing machine. Data 
is printed automatically by an electric 
typewriter used in conjunction with the 
machine. As set, the data printer will 
record yield strength by desired percent- 
age of offset, ultimate strength and an 
identifying test number without operator 
attention. With this unit, a series of ten- 
sile tests can be made rapidly. 

Price: $4,500 to $35,000. Delivery: 
10 to 20 wk. 

Tinius Olsen Testing Machine Co., 
7275 Easton Rd., Willow Grove, Pa. 
(3/3/58) 


Tab Card Burster 


For Fast Bursting of Cards or Forms 


Machine separates continuous tabulat- 
ing cards at a rate of 600 per minute. 
Card burster is available as an attachment 
to all late model Uarco forms burster- 
imprinters in use, or as a complete unit to 
handle both cards and forms bursting. It 
takes just 60 sec. to switch operation 
from cards to forms or vice versa. Card 
burster runs at about the same speed as 
card sorters now in use, and is said to be 
faster than other card handling equip- 
ment. 

Price: $2,845 (complete unit). Deliv- 
ery: 6 weeks. 

Uarco Inc., 141 W. Jackson Blvd., 
Chicago 4, Ill. (3/3/58) 


Dry Chemical Extinguisher 
Kills Liquid, Electrical Fires 


Dry chemical powder which effectively 
kills both flammable liquid and electrical 
fires is now available in a 2'2-lb. pres- 
surized extinguisher. Model 23-1, the 
portable extinguisher, is recommended 
for emergency vehicles, trucks and buses, 
and various light industry applications 
where on-the-spot protection is desired 
against incipient fires in gas, oil, paint, 
propane, chemicals, and electrical equip- 
ment. Depression of squeeze lever spreads 
a 60 deg. wide blanket of non-freeze, 
non-toxic dry chemical powder. 

Price: about $25. Delivery: immediate. 

Fyr-Fyter Co., 221 Crane St., Dayton 
3, Ohio. (3/3/58) 


Automotive Test Equipment 


Features Oscilloscope 


Complete electronic system for testing 
internal-combustion engines is available. 
Four components make up the system: 
IgnitionScope which pictures ignition con- 
dition; electrical tester for 6 and 12 v. 
system; vacuum-pressure gage which 
measures intake-manifold vacuum and 
fuel-pump pressure; exhaust gas analyzer 
for fuel system operation. 

Price: $74.50/electrical tester; $32.50/ 
vacuum-pressure gage; $74.50/exhaust 
analyzer; $495/IgnitionScope. Delivery: 
immediate. 

Allen B. DuMont Laboratories, Inc., 
750 Bloomfield Ave., Clifton, N. J. 
(3/3/58) 
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Piston Weigh-Milling Machine 
Handles Cast Iron or Aluminum Parts 


Milling machine automatically removes 
material from large diesel engine pistons 
in accordance with a precision weight 
measurement. Machine is designed to 
handle 4% in. dia. aluminum or cast iron 
pistons as well as 3% in. dia. aluminum 
pistons of varying designs and weights. To 
enable a milling cutter on the machine to 
remove metal from the cast iron and 
aluminum parts, a two-speed 600 and 
1,800-rpm. motor is provided. 

Price: $10,000 to $25,000. Delivery: 
16 wk. 

Snyder Tool & Engineering Co., 3400 
E. Lafayette Ave., Detroit 7, Mich. 
(3/3/58) 


Production Micrometer 
Sorts and Measures Miniature Parts 


Roller Mike is designed to sort and 
measure small to miniature parts, for pre- 
cise classification, by thickness, in pro- 
duction quantities or small lots, and with 
total tolerances down to 0.000030 in. 
Motor-driven production micrometer is 
reported to handle up to 10,000 spherical 
pieces per hr., as well as rectangles, 
squares, tapers, and other shapes. Auto- 
matic feeds can be provided and provi- 
sion can be made for sorted parts to be 
fed into a process. 

Price: $1,250 Delivery: 10 days to 
2 wk. 

Affiliated Manufacturers Inc., 60 E 42 
St., New York 17, N. Y. (3/3/58) 


Lifting Magnet 
All-Cast-Steel Construction 


While designed especially for use in the 
scrap industry, the 61-in. magnet is good 
for any type of operation in which turn- 
ings, borings, small thin gage punchings 
or other scrap of a similar nature must be 
handled. Magnet is all one-piece and is 
filled with non-remelting compound for 
long, trouble-free service. Weight is 6,750 
lb. Magnet is wound with strip aluminum 
and has an operating current of 56 amp. 
Lifting magnet can be supplied for all 
standard and special voltages. 

Price: $7,860. Delivery: 2 to 3 wk. 

Ohio Electric Mfg. Co., 5400 Dunham 
Rd., Maple Heights, Ohio. (3/3/58) 


Adjustable Sensitive Relay 
Has Locking Magnetic Contacts 


All-purpose, fully adjustable sensitive 
relay permits a wide range of accurately 
repeatable settings by turning one adjust- 
ing screw. Relay is said to be able to 
eliminate the need for stocking a variety 
of relays because of its versatility. In 
breadboard circuits, relay eliminates need 
for pinpointing operating values. It can 
also be used for continuous pulsing con- 
trol or in a sensing control circuit to hold 
variables such as temperature, voltage, or 
light level constant within very narrow 
limits. 

Price: $30. Delivery: immediate. 

Weston Instrument Divy., Daystrom, 
Inc., Newark, N. J. (3/3/58) 
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Profitable Reading for P.A.s 


“Reading Maketh a Full Man’’—Bacon 


Background for Automation 


Automation and Management. By 
James R. Bright. Published by Division 
of Research, Harvard Business School, 


Mass. $10.00. 


Based on a study of automa- 
tion in 13 diverse manufacturing 
plants, this book stresses an ap- 
preciation of the broad implica- 
tions of automation. Adoption of 
automation is not just an engi- 
neering decision for increasing 
productivity. It is a management 
decision affecting all departments. 

Of special interest to the pur- 
chasing executive is the effect of 
automation on his responsibilities. 
The author points out that one 
of the most unsuspected problems 
of installing automation is its 
vulnerability to supply. Very few 
managers Or engineers appreciate 
that a highly automatic system 
lacks flexibility of input as well 
as Output. 

Because the automated pro- 
duction system becomes so sensi- 
tive to what raw material it will 
accept, “materials purchasing is 
an area of prime importance in 
automation planning.” 

For this reason, purchasing 
executives may find helpful tips in 
this book should their company 
be planning an automated in- 
stallation. 


Boston, Price: 


U. S. Economic Development 


Economic Development. By Charles 
P. Kindleberger. Published by Mc- 
Graw-Hill Book Company, Inc., 330 
West 42nd St., New York 36, N. Y. 
323 pp. Price: $6.50. 


The current American econ- 
omy is here analyzed in the light 
of a broad discussion and inter- 
pretation of world economic his- 
tory. Various theories are com- 
bined in presenting the current 
picture. 

A broad theoretical foundation 
including technological change, 
productivity increases, and re- 
source reallocation is followed 
by a discussion of current issues. 
Included in these excellent point- 
by-point topical discussions are 


planning, investment, inflation, 
labor, and foreign trade. 
In this book, Prof. Kindle- 


berger provides the businessman 
with a brief, non-technical, eco- 
nomic history as it applies to and 
affects today’s U. S. business 
picture. 


Working with Gray Iron 


Gray Iron Castings Handbook. Edited 
by Charles F. Walton. Published by 
Gray Iron Founders’ Society, Inc., Na- 
tional City-East Sixth Building, Cleve- 
land 14, Ohio. 620 pages, illustrated. 
$10.00. 


Comprehensive guidebook con- 
tains information on how to suc- 
cessfully and economically de- 
sign. purchase and use gray, 
ductile, white, and high-alloy iron 
castings. The design engineer, 
buyer, production executive, heat 
treater, and management execu- 
tive should find many suggestions 
for improving his products. 

The manual contains data for 
purchasing executives describing 
the kinds of foundries, casting 
processes, type of patterns, in- 


Price: 
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spection, and shipping methods. 
There is a complete section de- 
voted to specifying and purchas- 
ing gray iron castings. 

The production executive will 
find guides to the selection of tool 
materials and grinding and cut- 
ting tools for machining, heat 
treatment methods, and finishing 
operations. For management ex- 
ecutives there is general informa- 
tion on how improved gray irons 
enable them to produce products 
more economically. Many ideas 
for the designer can help him in 
the translation of a projected de- 
sign into a finished product. 

Extensive bibliographies at the 
end of each chapter refer to addi- 
tional sources of data. 


Aluminum movable interior wall 
system is described in 4-color 


brochure. Features outlined are 
system’s distinctive appearance, 
complete prefabrication, easy 
erection and re-erection, flexi- 
bility and low maintenance cost. 
Pictures of some of the many 
possible variations in the wall 
system are included. Brochure 
may be obtained from E. F. 
Hauserman Co., 7516 Grant 
Ave., Cleveland 5, Ohio. 


Buyer’s guide to hot rolled steel 
bars, structurals, plates, sheets, 
and strip is available. Bulletin 
lists products that may be com- 
bined to effect savings in cost. 
Cutting services are illustrated 
and described, along with speci- 
fication details and size ranges. 
Technical Bulletin 11-2 is pub- 
lished by Joseph T. Ryerson & 
Son, Inc., Box 8000-A, Chicago 
80, Tl. 


Family of toolholders, each of 
which uses 55-deg. diamond- 
shaped throw-away  Wesson- 
metal inserts are described in 
technical bulletins 1357, 1457, 
and 1557. Holders are for plunge 
turning and facing, and tracer- 
lathe operations. Bulletins give 
dimensions, characteristics and 
suggested uses. They are offered 
by Wesson Co., 1220 Woodward 
Heights Blvd., Detroit 20, Mich. 


Standard hydraulic pull tools for 
fastener installation is described 
in catalog Form 8-420. Catalog 
lists hydraulic pulltool nomen- 
clature and describes in detail 
each of the three basic hydraulic 
units available. Catalog is avail- 
able from Huck Mfg. Co., 2480 


Bellevue Ave., Detroit 7, Mich. 


THREAD 
COMPARATORS 


4 


Precision thread comparators of 
both external and internal types 
are described in a 12-page cata- 
log. Each unit is illustrated by a 
photo with features pointed out 
and explained in accompanying 
text. Catalog is issued by Han- 


son-Whitney 
Conn. 


Co., Hartford, 


Fourteen types of reactions in- 
volving styrene oxide are de- 
scribed in a 16-page booklet. It 
includes a section on the use of 
styrene oxide as a_ reactive 
diluent in epoxy resins. Booklet 
is offered by Technical Service & 
Development, Dow Chemical 
Co., Midland, Mich. 


Reinforced plastic corrugated 
building panels and flat panes 
catalog details complete informa- 
tion on product’s mechanical and 
physical properties, chemical re- 
sistance, colors and _ finishes. 
Materials described are Structo- 
glas A and Structoglas SE. 
Copies are available from Struc- 
toglas Div. of International 


Molded Plastics, Inc., 4387 West|~ 


35th St., Cleveland 9, Ohio. 


“Photodrawings” is title of pub- 
lication describing the technique 
of using photographs to convey 
engineering drawing information 
in an_ easy-to-visualize form. 
Photographs are reproduced on 
a translucent material on which 
engineering detail and superim- 
posed sketches can be added. 
“Photodrawings” is available 
from Sales Service Div., East- 
man Kodak Co., Rochester, 
mm We 


Purchasing executivies, engineers, 
and others responsible for the 
procurement of welding fittings 
and flanges will find useful in- 
formation in bulletin FB-503. 
Proper ways to prepare the req- 
uisition or order for welding fit- 
tings and flanges is explained. 
Copies are available from Bab- 
cock & Wilcox Co., Beaver Falls, 
Pa. 


Electric motor bulletin FL-2 
describes motor line ¥s through 
300 hp. and in addition contains 
motor application data. Bulletin 
MD-1 includes selection data and 
product information on parallel 
shaft gear motors 1 through 125 
hp. Both can be obtained from 
Howell Electric Motors Co., Ho- 
well, Mich. 


Air operated chucks, cylinders 
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and accessory equipment are 
listed and priced in catalog PO- 
65C-1958. Catalog is published 
by The Cushman Chuck Co., 
Hartford 2, Conn. 


Shaded pole motors are subject 
of 12-page publication GEA- 
6134B. Design, dimension, rat- 
ing, performance, and applica- 
tion data on shaded pole motors 
for such applications as window, 
ventilator, and condenser fans; 
domestic appliances; unit heat- 
ers; small direct-drive furnace 
heaters; dehumidifiers; and evap- 
orative coolers are fully covered. 
Booklet is available from General 
Electric Co., Schenectady 5, N. Y. 


Facilities brochure outlines com- 
pany’s molding facilities. Parts 
company specializes in include 
electrical switchgear components, 
electronic and radio components, 
instrument housings, ground 
wood molding, as well as parts 
with numerous molded-in inserts, 
parts with internal and external 
molded threads, and large high 
pressure moldings. Copies of bro- 
chure are available from Insula- 
tion Manufacturing Company, 11 
New York Ave., Brooklyn 16, 
N. Y. 


Ceramic VR-97 inserts for nega- 
tive rake toolholders are de- 
scribed. Publication outlines the 
inserts’s properties, and gives 
specifications for triangular and 
square throwaway inserts.  In- 
formation on the use of the in- 
serts in cutting chilled cast iron, 
6150 aircraft steel, extruded 
graphite electrodes, and 4140 
steel are given. Bulletin is avail- 
able from Vascoloy-Ramet Corp., 
Waukegan, Mil. 


Technical data on the design, 
metering characteristics, flow 
formulae, capacity and accuracy, 
installation information, acces- 
sory items on Dall flow tubes are 
covered in Bulletin i15-L3C. 
Bulletin is available from Build- 
ers-Providence, Inc., 345 Harris 
Ave., Providence 1, R. I. 


Chemical conversion coatings for 
steel, aluminum, galvanized iron, 
zinc and cadmium plated sur- 
faces; for corrosion resistance, 
paint bonding, drawing and form- 
ing, and protection for friction 
surfaces is described in booklet 
titled ACP Guide. For your copy, 


write American Chemical Paint 
Company, Ambler 1, Pa. 


Model TS-24 Twin Power Scraper 
is described in Form 554. The 
development of the ‘“Twin- 
Power” principal by Euclid—the 
use of two engines, each driving a 
separate axle through Torqmatic 
drives—is included. Copies ot 
24-page catalog are available 
from all Euclid dealers or by 
writing Euclid Div., General 
Motors Corp., Cleveland 17, 
Ohio. 


CROSBY 
LAUGHLIN 


Drop forged fittings for wire rope 


and chain are covered in this 
catalog. It includes specifica- 
tions, dimensions, rated capaci- 
ties, and weights on all items 
bearing the Crosby, Laughlin, 
and Lebus trade names. Cata- 
log also announces a new range 
of sizes and capacities in its items, 
as well as some new products 
in the line. Catalog can be ob- 
tained from Crosby-Laughlin 
Div., American Hoist & Der- 
rick Co., Fort Wayne, Ind. 


Double reduction speed reducers 
in ratios 75:1 to 4,900:1 are de- 
scribed in 20-page catalog CD- 
230. Worm over, worm under, 
gear shaft vertical models with 
torque ratings to 618,000 in. Ib. 
are discussed. These are some of 
the design features described: 
double enveloping worm gearing, 
oversize taper roller bearings, 
ribbed housings. Cone-Drive 
Gears, Div. Michigan Tool Co.., 
7171 E. MeNichols Road, De- 
troit 12, Mich. 


Tape control system for control- 
ling the production of machine 
parts is described in illustrated 
catalog BR-1l. The advantages 
and economies resulting from 
automating machine tools with 
this system are discussed in the 
catalog. A complete description 
of how the system works is in- 
cluded. Catalog can be obtained 
from Controls Section, Bendix 
Aviation Corp., 21820 Wyoming 
Ave., Oak Park, Mich. 


Electrically - driven drainage 
pumps designed for industrial use 
are described in Bulletin B-1100. 
The units are suitable either for 
portable service or permanent in- 
stallation. They are claimed to 
be able to handle water high in 
solid content. Bulletin can be ob- 
tained from Sump Pumps, Inc., 
Stamford, Conn. 
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Data-Processing System 


For General Business Use 


NCR 304 series performs automatic 
electronic accounting, auditing, reporting 
and other functions at high speeds. Tech- 
nical advances incorporated in the NCR 
304 system include transistorized design 
throughout, magnetic core memory, and 
unique circuits which provide unusual 
flexibility. 

Price: Ranges in price from about 
$750,000 to over $1.25-million, depend- 
ing upon the components required for a 
given installation. Delivery: first regular 
production NCR 304 system is scheduled 
for 1959. 

National Cash Register Co., Dayton 9, 
Ohio (3/3/58) , 


Self-Holding Vacuum Foot 
For Positive Clamping To Surfaces 


Vacuum Foot has a ready-made appli- 
cation in drilling alignment, riveting, con- 
tour drilling, rivet shaving, precision 
finishing, and other operations. Rubber 
cup is impervious to solvents and clean- 
ers ordinarily associated with metal work- 
ing and airframe manufacture. Recoil 
action of primary power tools is com- 
pletely absorbed and held by the vacuum 
foot. Installation is facilitated by adaptor 
sleeve and air supply attachment. 

Price: $96.70/Model WT-101; $125 
Model WT-102. Delivery: 3 weeks. 

Winslow Product Engineering Corp., 
47 St. Joseph St., Arcadia, Calif. 
(3/3/58) 


Overhead Industrial Lift 
For Hard-To-Reach Areas 


Skyworker Plant King was designed 
and built for overhead industrial main- 
tenance. Plant King offers mobility. Its 
aerial lift, hydraulic in operation, is easy 
to maintain, and completely safe. Three 
boom lengths are available. Great hori- 
zontal and vertical reach of the booms 
insures versatility while outriggers pro- 
vide stability. Unit also is used for in- 
stallation and rearrangement of lighting 
and power systems at elevated -levels; 
equally useful outside. 

Price: $12,890 (including fork truck). 
Delivery: 60 days. ; 

Emhart Mfg. Co., Skyworker Div., 83 
Ford St., Milford, Conn. (3/3/58) 


Dc. Power Supplies 


Feature Modular Design 


Models RS-205 and RS-305 are of 
modular type mounting design, rugged, 
packages for chassis or sub-chassis use, 
for compound use, and can be ordered for 
rack mounting applications. Two models 
are similar except for output voltage 
ranges; designed with instant time-saving 
demountable construction. Output for 
Model RS-205 is 150-225 v. de. at 50 ma. 
continuous duty. Model RS-305 is 225- 
325 v. de. at 50 ma. 

Price: $99.50/with meters, $69.50 
without (both rack mounted). Delivery: 
immediate. : 

Trans Electronics, Inc., 7349 Canoga 
Ave., Canoga Park, Calif. (3/3/58) 
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Electric Grinder 
Available in Two Sizes 


Model DL-9 Super Flex grinder is es- 
pecially engineered for all applications 
requiring fast metal removal. Fast cut- 
ting action is claimed to result from a 
combination of speed and power. Oper- 
ating at 7,800 rpm. the 7-in. model 
Super-Flex eliminates the need of exert- 
ing heavy pressure to get grinding action. 
Wheel life is extended and wear on tool 
is said to be nominal. Manufacturer 
guarantees tool for 6 mo. of continuous 
use with a 10 day trial period. A 9-in. 
grinder is also available at the same price. 

Price: $109.50. Delivery: immediate. 

Chicago Wheel & Mfg. Co., 1101 W. 
Monroe St., Chicago 7, Ill. (3/3/58) 


Rockwell Hardness Tester 
Offers Durability and Accuracy 


TwinTester, a combination Rockwell 
and Rockwell superficial hardness test- 
ing instrument, is capable of performing 
the work of two conventional single-range 
units in measuring the Rockwell hardness 
of metals and alloys of all types whether 
hard or soft, polished or unpolished, flat, 
round, tubular, or irregular in shape. Pre- 
cision instrument has a large direct- 
reading dial gage with one zero-set posi- 
tion which is marked with four hardness 
scales. 

Price: $800. Delivery: 10 days. 

American Chain & Cable Co., 929 
Connecticut Ave., Bridgeport 2, Conn. 
(3/3/58) 


V Block 


Provides 3% In. Clamping Capacity 


Style No. 9132 will hold workpieces 
from 4 in. to 3% in. in dia. A special 
feature is the quick detachable and reversi- 
ble swing-clamp design, for maximum 
flexibility and utility. Heavy-duty con- 
struction provides a massive section for 
absolute rigidity and accuracy. All work- 
ing surfaces precision ground. Blocks can 
be put in any position without interter- 
ence from clamps. All surfaces except 
top are square or parallel with each other 
within 0.0002 in. 

Price: $110 (a pair). Delivery: imme- 
diate. 

Taft-Peirce Mig. Co., Woonsocket, 
R. 1. (3/3/58) 


Portable Film Processor 
Is Completely Automatic 


Mini-Rapid 16 develops 16 mm. black 
and white film, dry-to-dry, right in your 
plant. It delivers a 100-ft. roll ready for 
projection 20 min. after shooting. Major 
elements in the small processor, about 
the size of a standard file drawer, are the 
easily interchangeable film transport plas- 
tic inserts containing a high speed devel- 
oper, a rapid fixer, a hypo eliminating 
agent, and a static rinse. Provisions have 
also been made for the use of accessory 
tank for circulating water. 

Price: $1,250. Delivery: 1 week effec- 
tive the end of March. 

Fairchild Camera & Instrument Corp., 
Robbins Lane, Syosset, N. Y. (3/3/58) 
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Spray Lube Units 


Compact spray-lube units lu- 
bricate cutting tools on metal 
cutting operations. A filter-regu- 
lator unit removes damaging 
liquids and solids from the air 
stream, to prevent contamination 
of the cutting oil, and accurately 
controls air pressure in the air 
and liquid lines. The liquid 
reservoir, available with either a 
l- or 2-qt. capacity, has an ad- 
justing screw and visible oil flow 
that permits accurate control of 
liquid flow. A liquid level gage 
shows the amount of liquid in the 
reservoir. For dual-point applica- 
tion, the spray-lube unit is furn- 
ished with a streamline wye and 
two lengths of hose. The wye, 
installed in a downward position, 
assures equal spray distribution 
to both outlets. Price: $54.10 
(Model 5821, 1-qt. model). De- 
livery: one week. C. A. Norgen 
Co., 3400 So. Elati, Englewood, 
Colo. (3/3/58) 


Lighted Pushbutton 
Switches 


Typical installation of 100PB 
pushbutton switches provides a 
neat, good looking panel. Their 
simple and compact mounting 
eliminates the need for separate 
mounting holes and_ external 
hardware. Any number of 
switches may be mounted in a 
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row. Buttons for the 1OOPB series 
switches appear from the panel 
front as simple, flat, rectangular 
colored plates. They may be eas- 
ily removed by hand from the 
panel front. Available in red, 
green, blue, yellow, and white 
translucent plastic, they provide 
a high level, uniform illumination. 
Price: from $8 to $12.95. Deliv- 


ery: immediate. Micro Switch 
Div., |Minneapolis - Honeywell 
Regulator Co., Freeport, Ill. 
(3/3/58) 


Expanding Collets 


Expanding collets for precision 
internal chucking simplify tool- 
ing, handling, and machining op- 
erations. Many important ma- 
chining operations can now be 
completed in one chucking. Ex- 
panding collet assembly elimi- 
nates special shouldered expand- 
ing collets since the back stop is 
machined in place and is a dead 
stop. Exact work lengths are 
easily obtained. Both the station- 
ary expanding collet and work 
locating stop have no end move- 
ment. Price: from $11.50 to 
$37.50. Delivery: immediate. 
Hardinge Brothers, Inc., Elmira, 
N. Y. (3/3/58) 


Soluble Phosphate 


Instantreat is a rapidly soluble 
complex phosphate that affords 
protection against lime scale, cor- 
rosion, and rusty iron water. It 
was developed specially for use 
with solution feeding equipment. 
When used with chemical feed 
pump, Instantreat provides a 
sterile feed solution entirely safe 
for use in drinking-water systems. 
It requires only two minutes to 
prepare a high purity feed solu- 
tion with this phosphate. Price: 
$5.75 (6 Ib.); $17.50 (25 Ib.); 
$64 (100 lb.). Delivery: within 
wk. Calgon Co., 323 Fourth 


Ave., Pittsburgh, Pa. (3/3/58) 
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Dc. Digital Voltmeter 


Digital voltmeter consists of a 
chopper stabilized reference sup- 
oly and potentiometer, a differ- 
ence amplifier, a chopper which 
drives the difference amplifier, 
and a stepping switch network. 
Basically, the system operates as 
follows: The difference between 
the feedback voltage (Ep,) and the 
input voltage is sampled by the 
chopper and applied to the differ- 
ence amplifier. Any voltage differ- 
ence between E,, and the input 
voltage is amplified by the differ- 
ence amplifier and applied to the 
stepping switches, which in turn 
adjust the tap on the reference 
supply potentiometer until Ep, 
equals the input voltage. When 
feedback and input voltages reach 
equilibrium, parallel contacts on 
the stepping switches light the 
appropriate readout indication. 
Price: $2,100. Delivery: 60 days. 
Kin Tel 5725 Kearny Villa Rd., 
San Diego 11, Calif. (3/3/58) 


Swing Cut-Off Machine 


Swing cut-off machine makes 
it possible to store the material 
and have it automatically fed, 
stopped, and clamped. Clamping 
is done by air as the operator 
swings the cutting head into cut- 
ting position. Either ferrous ma- 
terials, cut with abrasives, or non- 
ferrous materials, cut with metal 
wheel and mist coolant system, 
may be worked with this unit. It 
can be entirely automated if de- 
sired. Price: from $4,800 to 
$7,800 depending on capacity 
chosen, length of stock, and ac- 
cessories. Delivery: 4 to 5 mo. 
Wallace Supplies Mfg. Co., 1300 
Diversey Parkway, Chicago 14, 
Ill. (3/3/58) 


Expansion Bolt 


WE/J-IT is a single integral unit 
which expands as it is tightened, 
requiring only one-sized hole. 
There are no expansion sleeves, 
shields, butterfly ends or other 
separate parts to become lost, no 
need to move piece to be fastened 
from position. According to the 
manufacturer all you have to do is 
place piece to be fastened in posi- 
tion, drill one hole through piece 
into structure, insert the WEJ-IT 
Expansion Bolt, tighten, and the 


piece is firmly anchored. WEJ-IT 
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is made in a wide variety of sizes, 
in both ferrous and non-ferrous 


metals. Price: $11 per 100 
YM%4x1l% size); $15 per 100 
(5/16x1%); $40 per 100 
(42x2%); and $75 (34x3). De- 
livery: immediate. Kirel, Inc., 


332 East 28th St., New York 16, 
N. Y. (3/3/58) 


Controlled Vibrator 


Vibrator speeds up precision 
finishing. Equipment is for de- 
scaling, deburring, grinding, fine 
finishing, coloring, and burnish- 
ing all metals and alloys, and 
many plastics. Lorco Vibrator 
employs the principle of con- 
trolled vibration and permits a 
certain flexibility in vibrational 
frequencies and amplitudes. The 
vibrator can be supplied for 
either fixed or variable ampli- 
tudes and frequencies. To a cer- 
tain extent, the vibrator also will 
work in recessed and shielded 
areas, which are difficult or im- 
possible to reach with the con- 
ventional tumbling process. Ma- 
chine will handle almost any- 
thing, from extremely coarse 
work to very fine finishes. It is 
readily adaptable for use in auto- 
mated production lines. Models 
currently available range from 10 
to 30 hp., and in bowl capacity 
from 6.92 to 17.50 cu. ft. Price: 
$10,500 (30 hp.), $9,500 (20 
hp.), $7,500 (10 hp.). Delivery: 
6 to 8 wk. Lord Chemical Corp., 
2068 S. Queen St., York, Pa. 
(3/3/58) 


Metalworking Files 


Deluxe first quality files are 
special analysis high-carbon steel, 
hot forged and precision hard- 
ened for rapid cutting. They are 
made to U. S. Government speci- 
fications in Portugal and are fully 
guaranteed by Fuller, U.S.A. 
Available in eight different types, 
the files come packed 12 to a box. 
Prices: $2.50 for 6 in. Mill Bas- 
tard Files; $3 for the 8 in.; and 
$4.13 for the 10 in. The 6 in. and 
8 in. Round Files are $2.50 and 
$2.80 respectively. The 6 in. 
Extra Slim Taper Files are $2.17 
and the 7 in. Double Extra Slim 
Taper Files $2.20. The 8 in. 
Half-Round Bastard Files are 
$4.67. Delivery: immediate. Ful- 
ler Tool Co., Inc., 3518 W. Web- 
ster Ave., New York 67, N. Y. 
(3/3/58) 


Viewfinder TV 
Camera Chain 


Model PD-250 consists of a 
vidicon camera with 5 in. elec- 
tronic viewfinder, four lens turret 
and either portable or rack 
mounted camera control unit. A 
control console equipped with 14 
in. picture monitor, 5 in. wave- 
form monitor, and rack mounted 
camera control unit with remoted 
control panel is available for 


studio installations. Designed fo 
one man operation, the systen 
incorporates printed camera wir- 
ing and silicon diode rectifiers in 
the electronically regulated power 
supply. A zoom lens can function 
as one of the regular four lens 
complement. Price: $3,750 (com- 
plete chain). Delivery: about 2 
mo. General Precision Labora- 
tory, Inc., Pleasantville, N. Y. 
(3/3/58) 


Thermal Relay 


TR-103 has been designed and 
manufactured for the many op- 
erations with various power re- 
quirements ranging from 0.050 w. 
to 0.004 w. of de., ac., or rf. 
Actuating voltage is 0.4 to 0.5 v. 
Component parts will withstand 


1.5 v. without failure. Opera- 
tional differential voltage is 
0.02 v. (contact current 0.1 
amp.). The TR-103 is hermeti- 


cally sealed in a glass vial to 
eliminate contamination or oxida- 
tion of parts and to provide for 
visual inspection of contacts. 
Price: $6.50 each. Delivery: im- 
mediate. Hamlin, Inc., 1316 
Sherman Ave., Evanston, IIl. 
(3/3/58) 
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Magnetic Ball 
Check Valve 


Magnetic ball check valve is 
made from nickel alloys which 
are aS non-corrosive as_ nickel 
itself. The ball is produced from 
titanium carbide with a_ nickel 
binder, while the cage is of monel 
metal. Permanent magnets are 
inset inside the walls of the cage, 
since this is the area of the strong- 
est magnetic field. The long travel 
of the ball without a correspond- 
ing reduction in return force is 
one of the novel features of the 
magnetic cage. The magnetic ac- 
tion valve will be used first to 


replace other types of check 
valves in gas lift equipment. 


Price: $54 for % in. size 5,000 
psi. working pressure. Delivery: 
immediate. Harold Brown Co., 
Houston, Tex. (3/3/58) 
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Acid-Proof Treatment 


Protects Floors from Chemicals 


Amazite is a plastic resin which may 
be applied right over new or old concrete, 
terrazzo, brick, stone, marble, slate, 
plaster, metal, or wood to provide both 
protection against destructive acids and 
caustics, as well as resistance to abrasion. 
Thick applications may be trowelled on 
to transform rough, pitted floors into 
smooth traffic areas. Amazite hardens 
overnight into a dense, dustless, leather- 
tough film that won’t chip even when 
feathered. 

Price: from $17.20 to $20.95 for vari- 
ous formulations. Delivery: immediate. 

Hallemite Mfg. Co., 2446 West 25th 
St., Cleveland 13, Ohio. (3/3/58) 


Electrical Counters 
With High-Speed and Quick Reset 


Series 1591 counters are designed to 
fill the gap between standard and elec- 
tronic counters, for use in industrial, data 
processing and _ scientific applications. 
Significant characteristics include very- 
high speed, long life, instant reset, large 
figures, and small size. While rated speed 
is 3,000 counts per min., counters have 
been tested at 6,000 counts per min. for 
extended periods. Accuracy is dependable 
at all speeds. Instant reset is achieved in 
both electrically and manually reset types. 

Price: $37. Delivery: immediate. 

Veeder-Root, Inc., Hartford 2, Conn. 
(3/3/58) 


Pressure Control Valve 
Light in Weight and Small in Size 


Pressure control valve features auto- 
matic pressure regulation calibrated to 
any desired pressure, and rapid pressure 
dumping. Valve is designed to military 
specification, and is corrosion resistant. 
Valve can be installed in a container, 
either by welding operation or an under- 
side screw nut. It can be welded directly 
into plastic containers during fabrication. 
Valve requires no tools to operate, but 
can withstand rough treatment. 

Price: about $20. Delivery: 3 to 4 wk. 

Marman Div., Aeroquip Corp., 11214 
Exposition Blvd., Los Angeles 64, Calif. 
(3/3/58) 


Electrostatic Generator 
Develops 250,000 V. 


Laboratory-size electrostatic generator 
develops up to 250,000 v., yet is claimed 
to be completely without risk to the oper- 
ator. It may be used in research and in- 
dustry as a source of high voltage, low- 
current power. Electrical charge of the 
SC-21 electrostatic generator is self-ex- 
cited and develops a maximum current 
of 8-15 microamp. This may safely be 
passed through the body despite the high 
voltage. Visual observation of the charg- 
ing process is by transparent columns. 

Price: $80. Delivery: from immediate 
to 1 week. 

American Electrostatic Co., Box 4181, 
Tulsa, Okla. (3/3/58) 
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Powder-Actuated Studgun 
Drives All Sizes of Pins 


Studgun handles all types of fastening 
requirements and drives all pins including 
the exclusive ;°; in. Tool combines all the 
functions of light, medium, and heavy 
duty models into one compact unit for 
maximum efficiency in fastening to steel 
and concrete. By using three quickly in- 
terchangeable barrels the Studgun elimi- 
nates the need for separate tools for vari- 
ous sizes of pins. Hemispherical safety 
guard traps dust and particles and helps 
to keep noise low. 

Price: from $115 to $157. Delivery: 
immediate. 

Ammo Products, Inc., 1100 20th St., 
NW Washington, D. C. (3/3/58) 


Rotary Photoelectric Switch 
Tells When Shaft Turns 


Photosync Model 1000-1 signals pas- 
sage of shaft through any angle. It can be 
used to actuate associated equipment at 
regular or irregular intervals, reposition 
objects in linear motion, detect flaws or 
markings in continuously moving mate- 
rials. It is based on an optical shutter 
(can be cut for any angular limits between 
0.1 deg. and 358 deg.) and is mounted 
on input shaft which gates light path be- 
tween incandescent lamp and a variable- 
resistance phototransistor. 

Price: about $250. Delivery: 3 weeks 
for standard unit. 

Automation, Inc., 212 Worcester St., 
Wellesley Hills 82, Mass. (3/3/58) 


Dictating Instrument 
Is Fully Transistorized 


Audograph Key-Noter is designed for 
simplicity of appearance and operation. 
Push buttons control Talk and Listen. A 
simple movement of a scanning dial 
makes it possible to listen to any part 
of the recording. Shock-resistant con- 
struction plus size and weight make the 
Key-Noter good for travel as well as of- 
fice use. The instrument with printed cir- 
cuits is only book size, 634 in. wide 8% 
in. deep and only 234 in. high. Key-Noter 
uses a standard 20 min. disc, and is 
available in black and a variety of colors. 

Price: $239.50. Delivery: immediate. 

Gray Mfg. Co., Hartford, Conn. 
(3/3/58) 


Computing Indicator 
With Graphical Readout 


Computerette presents two variables as 
lines of light on ground glass screens that 
can be ruled with various grids and 
curves by purchaser. Point of intersection 
of lines provides derived quantity or ratio. 
Device is based on two dc. reflecting 
galvanometers and associated optical sys- 
tems. Suitable transducers are used to 
supply galvanometers with signals, which 
are represented as horizontal and vertical 
lines moving in proportion to signal mag- 
nitude. 

Price: $738. Delivery: 60 to 90 days. 

Aero Electronics Co., 1512 N. Wells 
St., Chicago 10, Ill. (3/3/58) 
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January Survey 
Shows Personal 
Income Steady 


Washington—Personal income 
in January remained unchanged 
from December levels, according 
to the latest Department of Com- 
merce estimates. The January 
figure ($343.5 billion, seasonally 
adjusted) was the result of two 
offsetting movements. 

On the one hand, dividend 
payments went up at an annual 
rate of $2 billion. This, however, 
was Offset by a similar drop in 
wages and salaries. 

Wages and salaries are now a 
full $5 billion below the high set 
last August. Further details are 
shown in the chart below. 


(Seasonally Adjusted Annual Rates in 
Billions of Dollars) 


1958 ~ 1957 
Jan Dec. Jan. 
Total personal in- 
A 43.6 $343.6 336.3 
Wage & ulary 
disbursements, 
total cies. Bae 238.8 234.5 
Commodity - pro- 
ducing indus 
eee asia cc co Daet 99.8 101.4 
Distributive in- 
Gusteries ..iccs 64.6 64.4 62.0 
Service indus- 
tries ... tee ee 34.2 82.2 
Government .... 40.3 40.4 38.9 
Other labor in- 
come ...... 7.9 8.0 Pe 
Proprietors’ & 
rental income... 50.8 50.9 50.6 
Personal interest 
income & divi- 
CS ee 7 29.7 30.7 
Transfer pay 
OS ere 29.3 23.0 19.5 
Less personal 
contributions 
for social insur- 
ance ecoeceecece 6.8 6.8 6.7 
Total non-agri- 
cultural in- 
come ...... 327.7 327.6 320.7 
Total agricul- 
tural income 15.9 16.0 15.6 
. . 
Firms Post Price Drop 
New York—Several compa- 


nies are reducing prices for Mid- 
dle East crude oil. Cuts which 
average 10¢ a barrel were made 
by the following companies: Tex- 
aco Trading Company, Ltd., B. 
P. Trading Ltd., Shell Petroleum 
Co. Ltd., and California Trans- 
port Corp. 


Dow Chemical Making 
Polystyrene Beads 


Midland, Mich.—Pelaspan ex- 
pandable polystyrene beads are 
now being marketed by the Dow 
Chemical Co. 

The beads, used as insulation 
in many types of industrial prod- 
ucts, have a short heating-cooling 
cycle during molding. They foam 
in place, changing from a solid 
bead 1 to 1% mm. in diameter 
to a multi-celled ball many times 
as large, and take the shape of 
their container. 

Dow expects Pelaspan to be 
used for packaging, flotation, 
floral decoration, novelties and 
toys as well. Special types of 
Pelaspan will be made to specifi- 
cation. 

The beads are available in 200- 
lb. drums from Dow sales offices 
throughout the country. 


Cadillac Plastic Has 
Polyethylene Stocks 


Detroit—Complete stocks of 
polyethylene lay-flat tubing in 
widths from 3 in. to 16 ft. are 
available from Cadillac Plastic & 
Chemical Co.’s warehouses in De- 
troit, Chicago, Cincinnati, Cleve- 
land, Dallas, Kansas City, Los 
Angeles, Milwaukee, St. Louis, 
and San Francisco. 

Lay-flat tubing is used for 
packaging in the food, textile, 
soft goods, hardware and me- 
chanical parts industries. 


Ducommon Metals Opens 
Facilities at Phoenix, Ariz. 


Los Angeles — Ducommon 
Metals & Supply Co., distributor 
of metals and industrial products, 
has opened new, enlarged ware- 
house and office facilities at 
Phoenix, Ariz. 

The company says this is a 
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SHEET-ROD-TUBE 
NO CHARGE FOR CUTTING TO SIZE 
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VOLLAND ELECTRIC CO., INC. 


1509P NIAGARA STREET 
BUFFALO 13, N. Y. PHONE: GRant 2713 


LEO A. KLEIN 
74 Cortlandt St., New York 7, N. Y 
BEekman 3-5690 


U. S. Army Telephones 
EE-8 fully reconditioned. 
Suitable for intercom- 
munication between 2 
or more points. $35.00 
for 2 telephones, in- 
cluding 100 ft. of wire 
and batteries. Addi 
tional wire 1l¢ per ft. 
or $25.00 per mile 
Write for free list on 
telephones. 


ALL shipments F.O.B. Simpson, Pa. 


TELEPHONE ENGINEERING CO. 


DEPT. PW-3 SIMPSON, PA. 


WELDING ROD & WIRE 


All types and sizes bought and sold; 
stainless, alloy, etc. 200,000 lb. inven- 
tory list on request. 


LESCO PRODUCTS CO. 
4201 Fullerton Detroit 38, Mich. 
Phone: Texas 4-6532 


PRESS BRAKES 


1—10° x % capacity 

1— 8’ x 12 gauge 

2—10’ x 10 gauge 
MUNICIPAL TOOL & MACHINERY CO 


1520 N. Broadway St. Louis 5, Mo. 
Ph MA 1-1500 


214" 


delivery, $1.95 ea.—lot price, 


delivery, $1.85 ea. lot price. 


59 Cortlandt St. 


PANEL METERS 


2” Tripplett, round, 0-500 microamps, DC brand new 2500 available, spot 
212" General Electric, round, 0-500 milllamps, DC, brand new 1000 available, spot 
Samples $2.95 ea. 


GREENWICH SALES CO. 
Digby 9-3813 


New York 7, N. Y. 
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major step in its program to 
establish complete service centers 
for major western industrial mar- 
keting areas. Ducommon_ has 
similar facilities at San Diego and 
Berkeley, Calif., in addition to 
its main plant here. 


Malayan Miners Face 
Unemployment Threat 


Kuala Lumpur — Malayan 
miners are faced with a possible 
threat of serious unemployment. 
Production cutbacks and low 
prices obtained for Malaya’s tin 
are causing the hardships. 

The miners have asked for 
government assistance in_ the 
form of loans against their Buffer 
Stock contributions. 


New Redwood Siding 
Needs Less Paint 


Portland, Ore.—Georgia-Pa- 
cific Corp. has placed on the 
market a new redwood siding. 
The bevel siding is factory-sealed 
cutting paint use and moisture 
penetration. 

The siding comes in 6, 8, and 
10-in. widths, and lengths of 4 
to 20 ft., with thicknesses of 2, 
¥%s, and %4-in. It is factory 
shipped in plastic-protected kraft 
packages to protect the wood in 
shipping, handling, and storage. 

The sealed siding sells at a 
price no higher than ordinary 
Redwood siding, according to 
Georgia-Pacific. 


Ford Motor Will Close 
Somerville, Mass., Plant 


Somerville, Mass.—The assem- 
bly plant of Ford Motor Co. will 
close March 14 and be put up for 
sale. It employs 1,000. 

A Ford spokesman said, “Not 
only is the plant no longer well 
located from the standpoint of 
Ford’s distribution pattern, but 
also its restricted size does not 
provide the space or flexibility 
required.” 


Bell & Gossett Building 
Plant at Longview, Texas 


Longview, Tex.—Bell & Gos- 
sett Co., manufacturers of cen- 
trifugal pumps, has started work 
on the first unit of a manufactur- 
ing plant for its Longview divi- 
sion. 

The new building will contain 
more than 36,000 sq. ft. of floor 
space, with a 200-ft. frontage on 
the south side of Kodak boule- 
vard in the Carl Estes Industrial 
district. 


Corning Plant Will Make 
Printed Circuit Boards 


Corning, N. Y.—Corning Glass 
Works plans to build a plant at 
Bradford, Pa., to produce high- 
temperature, copper-clad, printed 
circuit boards made of Foto- 
ceram, a_ high-strength  glass- 
ceramic. 

Corning expects the new 
printed circuit boards to be used 
extensively for missiles, super- 
sonic aircraft, and electronic com- 
puters. 

The new plant, to employ 450 
people, will also make capacitors, 
resistors, and other electrical 
equipment for use by the military 
forces as well as in television and 


“. 


Inside—Busway is assembled on base of wired crate. 


Outside—Almost sealed crate has this appearance. 


busway sections. 


Engineers. 


the shipping container. 


8012 x13}%x11%s in. to 


The wirebound crates used are composed from sections joined 
with twisted wire closures or patented wire loops. Dimensions arc 


141x27'%4x11%8 in. 


Single Packing Operation Reduces Costs 


Linden, N. J.—National Products Corp. has adopted a single, 
economical, and speedy operation for packing low-voltage electrical 


The container won first prize in Group III of the 1957 National 
Protective Packaging and Materials Handling Competition spon- 
sored by the Society of Industrial Packaging and Materials Handling 


Sections produced measure from less than 5 to 10 ft. in length 
and 623 to 2333 in. in width. The weight range is from 131 to 916 Ib. 

The sections are assembled on the bases of their crates resting 
on a conveyor. Wooden hold-down and blocking pieces, made to 
order in the company’s carpenter shop, and wirebound blanks that 
form container’s sides are installed as part of assembling. 

This eliminates the material handling operation of lifting an 
assembled busway section by overhead hoist and lowering it into 


Rhodesian Copper Mines 
Will Study Efficiency 


Johannesburg—Northern Rho- 
desian copper mining companies 
are going to try increased pro- 
ductivity and mine efficiency as 
an answer to the falling copper 
economy. 

In a statement to European 
Mineworkers’ Union officials, the 
companies felt immediate action 
should be taken because the pos- 
sibility of a further drop in world 
copper prices might mean more 
production cuts coming in the 
near future. 

Union officials had previously 
asked the companies to agree 
to investigation by expert con- 
sultants, appointed by the union, 
of production costs in the mines. 
The companies declined the pro- 


radio receivers. 
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posal. 


Buys Equipment Plant 


Boston National Pneumatic 
Co., Inc., maker of automatic 
door operating and safety equip- 
ment for the transit industry, has 
acquired the Connecticut Tele- 
phone & Electric Corp., Meriden. 
manufacturer of telephone and 
electronic equipment. 

National Pneumatic officials said 
this was part of an over-all plan 
of expansion of the company into 
related fields. 


To Build Atomic Plant 


Eureka, Calif.—Pacific Gas & 
Electric Co. intends to build a 
nuclear power plant here without 
financial assistance from the gov- 
ernment. The company expects 
the 60,000-kw. plant to produce 
power competitive with that of 
conventional plants. 
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How Does U.S. Know How Many 
Unemployed ? It Uses 3 Sources 


(Continued from page 1) 
ed into the machine to provide 
he latest count of the country’s 
inemployed. 

Processing the punch cards is 
he final step in the survey which 
vegan three weeks earlier in 330 
lifferent areas where the raw 
lata On employment and unem- 
loyment was collected by a spe- 
ial corps of census takers in 
35,000 homes. 

Many of these census takers, 
yy enumerators, got their in- 
ormation the hard way, trudg- 
ng through snow and freezing 
February weather to conduct 
heir interviews. Though the re- 
sults of their efforts can be com- 
puted electronically, nobody has 
ever figured a way to gather the 
data mechanically. 


fo Be Made Known This Week 


The survey results will be made 
known next week. The publica- 
tion will touch off a flood of 
oratory as politicians, govern- 
ment officials, businessmen and 
labor leaders give their interpre- 
tations of the new unemploy- 
ment figures. 

The Census Bureau survey will 
be merged with reports from the 
Bureau of Labor Statistics and 
the Bureau of Employment Se- 
curity to make up the combined 
Monthly Report of the Labor 
Force. 

B.L.S., which compiles its sta- 
tistics from data submitted by 
150,000 business firms, reports 
on non-farm employment, aver- 
age number of hours worked and 
average weekly earnings. The 
Bureau of Employment Security 
compiles the number of persons 
drawing unemployment _ insur- 
ance on the basis of reports from 
the states. 

But the official figures on un- 
employment, which produce the 
political fireworks, are gathered 
firsthand by the census enumera- 
tors. 


Important Job 

Because of the significance at- 
tached to the figures, especially 
in the present recession, the 
enumerators have constantly im- 
pressed upon them the impor- 
tance of their work. They know 
the very basis of the govern- 
ment’s unemployment report rests 
upon the quality of job they do. 

Most of this small band of 
600 interviewers are housewives 
of above average intelligence. 
hey do the work to supplement 
their families’ incomes. They 
average about $1.60 an hour and 
work from 40 to 45 hours a 
month. 

Since 1953 many of the posi- 
tions have been filled through 
Republican political patronage. 
lhough this has raised criticism 
in some quarters, the interviewers 
are rated as sincere and able 
workers who genuinely like their 
work and are convinced they are 
doing the best job possible. 

Like most housewives, they 
enjoy talking to other women. 
Most of the interviews are con- 
ducted in the daytime when the 
man of the house is away, so 
most of the information is pro- 
vided by housewives. 

Interviewers go into 35,000 
different households each month 
chosen to give a scientifically se- 
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lected sample of the nation’s la- 
bor force. The unemployment 
figures for any month are in 
reality the unemployment for the 
week preceding in which the 
census is made—the week in 
which the 12th of the month falls. 

The survey, part of the Census 
Bureau’s current population re- 
port series, provides the only 
comprehensive measure of the 
entire labor force. It gives a 
breakdown of the employed and 
the unemployed according to oc- 
cupation, sex, color and age. It 
also provides data on the num- 
ber of hours worked during the 
week preceding the week of the 
interview, the number of people 
out of work and the reasons for it. 

In addition to their regular 
chores, the enumerators also col- 
lect data from time to time for 
special surveys. Last year these 
included such things as the num- 
ber of polio shots received by 
each family members, how many 
families were buying their homes 
and automobiles on credit, and 
their smoking habits. 

Must Be Aggressive 

The interviewer has to be ag- 
gressive enough to secure in- 
formation from the women ques- 
tioned, some of whom believe 
its none of the government's 
business what goes on in their 
families. 

They collect information about 
the members of the family— 
names, ages, marital status, etc. 

Despite occasional opposition, 
many of the interviewers take a 
genuine interest in the families 
they interview. After the first one 
or two interviews they often are 
invited into the home to conduct 
the questioning over a cup of 
coffee. 

The base of the sample is con- 
stantly changed to try to get a 
more accurate picture of the na- 
tion’s jobless totals. About 25% 
of the households are withdrawn 
from the survey each month and 
new ones take their place. 

Sent to Field Offices 

The results of the interviews 
are sent to 17 field offices for 
checking and tabulating, and 
those not coming up to standard 
are sent back. From the field 
Offices the tabulations are sent 
to Census Bureau headquarters 
in Suitland, Md., right outside 
Washington. 

There some of the nation’s top 
Statisticians pore over the in- 
formation, analyzing and process- 
ing it before feeding it to univac. 
Though the survey is a scientifi- 
cally selected one, it covers only 
a very small sample of the na- 
tion’s 60 million households. As 
a result, it is estimated that un- 
employment could be off by as 
much as 230,000 in either direc- 
tion for any month. 

The statisticians figure that 
margin of error is possible on the 
basis of the size of the sample 
they measure. In 95 out of 100 
cases, they feel the census survey 
would be accurate within that 
margin the same as if a complete 
census of every member of the 
labor force had been taken. 

Statisticians inside and out- 
side the government generally 
agree that the Census Bureau 
does a remarkably effective job 


for the sample it works with. And 
Officials are continually seeking 
to improve the survey. 

The Census Bureau took over 
the unemployment survey in 
1942, starting with 68 sampling 
areas. This was later expanded 
to 230 areas and then to 330 
areas in 1956 to get a better un- 
employment picture. 

The bureau now spends about 
$1.5 million a year on the survey, 
about one-third of this going for 
interview costs. 


Number of Changes 


It has introduced a number of 
changes in the past several years 
aimed at strengthening the sys- 
tem—the most important in the 
supervising of the interviewers. 

Last year the Bureau switched 
to a new system for calculating 
the total unemployed following 
criticism raised by labor unions. 
The new totals include persons 
temporarily laid off from work 
but with definite instructions to 
return within 30 days, and per- 
sons about to start a new job 
within that period. The effect 
was to raise the unemployment 
figure above an average 200,000 
a month. 

The base of the sample has 
been given a thorough overhaul- 
ing over the past few years. As 
the population of the country 
continually shifts, so must the 
interviewing to keep up with the 
changes. 

Greater stress is now placed 
upon urban than rural areas be- 
cause of the vast off-the-farm mi- 
gration. And in the city, less 
emphasis now is placed upon 
downtown sections and more up- 
on outlying sections to take ac- 
count of the flight to the suburbs. 

Supervisors keep a close rein 
on the enumerators to make sure 
they are conducting the inter- 
views properly. They are given 
an intensive three-month train- 
ing program when they first start, 
and every month are given three 
hours of home study on which 
they are rated. 

Semi-Annual Check 

Twice a year supervisors go out 
with the interviewer to observe 
her in practice and about 25% 
of the households are reinter- 
viewed by the supervisor every 
quarter as a double check. Four 
times a year the interviewers are 
brought together at the 17 field 
offices for further group training. 

But with all this, census of- 
ficials still are not satisfied and 
are seeking to improve the 
sample. They especially feel they 
could do a more adequate job 
with more money for research 
and techniques. 

They are also considering 
whether to take a larger survey 
during special periods, such as 
the present, to try to get a fuller 
picture of the unemployment situ- 
ation. 


Teacher Speaks to P.A.A. 


Lima, Ohio—Dr. John Hoag- 
lund of Michigan State Uni- 
versity, who conducts purchasing 
courses for both college students 
and business personnel, spoke at 
the Feb. 19 meeting of the Lima 
Area Purchasing Agents Associa- 
tion. 
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Purchasing 
Perspective 
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(Continued from page 1) 
as the debate continues over what are the best remedies to gener- 
ate the energy needed to pep the lagging economic pace. Signposts 
at a confusing five-cornered intersection include: 


Maytag washers announces a 20% 


production step-up to 


meet unusual demand for a new automatic washer luxury line 
introduced less than two months ago. 
International Harvester’s implement plant at Rock Island, III., 


closed for seven weeks to adjust to market conditions. 


Mean- 


while, Caterpiller Tractor plans to resume a 5-day work week 
late this month at four locations curtailed to a 4-day basis since 


mid-January. 


And the glass industry suffers from the automotive doldrums. 
Warehouses bulging with auto glass force furloughs and work 
week reductions at plate glass plants. 


Low inventory buying policies sometimes ricochet where order 
leads are extremely short. Some specialty steel customers, learn- 
ing that producer inventories are down too, have been surprised 
to find that items they want are out of stock and “new supplies 
won't be rolled until next month.” 

Short-orders prompted a rescheduling of mill operations after 
supplies of semi-finished metal accumulated late in 1957 were 
cut. Once-a-month rolling of some products is reported by some 
fabricators with prospects of cutting even that schedule. 


The “gray area” of pricing was a problem that seemed to over- 
hang the American Management Association’s competitive pric- 
ing conference in New York last week. Previous methods of 
price cutting came in for the biggest attacks by many of the 300 
representatives of large industrial firms. 

Feeling was that spotty, hidden cuts never represent any type 
of price policy, could lead only to trouble for both buyer and 
seller. The primary attack centered on such practices as selling 
“firsts” as “seconds.” Also blasted was “over-extended credit.” 


Quality, Price, Delivery, Service, 
Keys to New Lines for Distributors 


(Continued from page 1) 
applications and improvements. 

Merle E. Miller, George Wash- 
ington Co., large Cleveland hard- 
ware wholesaling firm, said that 
since the distributing company 
purchasing agent is buying al- 
most entirely for resale, he must 
be guided by the basic question: 
“Will our customers buy it?” 

But because many of the new 
products making their appear- 
ance in the market place are fre- 
quently similar, Miller offered 
the following checklist as a fur- 
ther guide: 

Fitness—Does the proposed 
line fit in with present lines being 
carried? 

Outlets—Is the afea already 
oversold by the manufacturer? 
What are the manufacturers 
plans for the area? 

Margin of Profit—A key point 
but should not be overempha- 
sized at the expense of consider- 
ing volume or selling and 
handling costs. 

Returns—What is the manu- 
facturer’s policy on taking back 
slow-moving items? 

Direct Selling—What is the 
manufacturer’s policy on selling 
direct to customers? 

Cooperation—What type of 
representatives will call on the 
distributor? Will he conduct 
sales meetings, travel with sales- 
men? How often will he call? 

Promotion—The distributor is 
more and more in need of sales 
promotion literature and product 
information. How is this han- 
dled by the manufacturer? Will 


he support the distributor in ad- 
vertising? How does he handle 
inquiries he receives direct? 

School—Does the manufac- 
turer conduct a training school? 
How good is it and what about 
the cost of sending a man to it? 

Warehousing — How much 
space will it take to store stocks? 
Will it take special equipment? 

Terms and Freight—What are 
terms for payment of inventories? 
What are freight allowances? 

Financial Status—What is the 
financial condition of the sup- 
plier? 

A panel discussion on “Meet 
the Purchasing Critic” also high- 
lighted this meeting. It was led 
by Dr. John H. Hoagland, asso- 
ciate professor of management at 
Michigan State University. 

The educator blamed P.A.’s 
for a lack of training offered in 
their field. He said the National 
Association of Purchasing Agents 
still has a big selling job to do 
on education. 

Hoagland said 
universities all over the country 
offer students an opportunity to 
major in advertising, retailing, 
credit, real estate, traffic. and 
many similar areas, but only four 
offer the opportunity in purchas- 
ing. 

The fact that the average in- 
dustrial company spends 50¢ out 
of every sales dollar through the 
purchasing department, twice as 
much as the total wages and sala- 
ries of the company, shows the 
importance of purchasing. he 
said. 


colleges and 
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Politics Enters Kohler Hearings As 
Congress Views 4-Year-Old Strike 


Washington—Congress is lay- 
ing bare the record of the four- 
year-old United Auto Workers- 
Kohler Company labor dispute 
and at the same time revealing 
some political animosities in the 


investigating McClellan rackets 
committee. 
In fact, before the hearings 


into the still-running strike are 
ended, it’s likely that the party- 
line bickering between the four 
Republican and four Demo- 
cratic members of the committee 
may take all the play. The ses- 
sions are due to run at least two 
weeks, with a minimum of sev- 
enty witnesses. 

Last on the witness schedule— 
at the insistence of the Repub- 


Congressmen, lke 


Say, No Tax Cut 


(Continued from page 1) 


resources, navigation and flood 
control, water and soil conserva- 
tion, and reclamation. 

¢ Third, but only “if monetary 
action, expenditures measures 
and other actions, public or pri- 
vate fall short in . . . promoting 
recovery, should come a tax cut. 
The committee majority did not 
specify the nature of tax cuts it 
would favor. 

The committee report, in gen- 
eral, coincides with what Wash- 
ington observers expect to occur 
in the coming weeks. There are 
differences of opinion inside the 
Administration on whether a tax 
cut is desirable now. Eisenhower 
himself is still holding out against 
one, but some of his advisers are 
weakening. 

Sen. Paul N. Douglas (D., III.), 
a member of the joint committee 
and the top professional econo- 
mist in Congress, entered a dis- 
sent against the order of prior- 
ities. He would put a tax cut 
first, raising personal exemptions 
to $700 (they are now $600) or 
else lower the rate of taxation 
against the first $1,000 of income 
to 15% (rather than the current 
20% ). This would, Douglas ar- 
gued, “pump some $3 billion a 
year into the economy im- 
mediately” and would benefit the 
lower and middle income groups 
that “tend to spend almost all of 
their income.” 

Coincidentally with a tax cut, 
Douglas would like to see a rise 
in unemployment benefits and a 
13-week extension of eligibility 
time for recipients unable to find 
work. He agrees that easier credit 
and increased public works are 
needed, but has little faith that 
either possesses the most impor- 
tant virtue—impact quickly felt 
by the sagging economy. 

The committee majority found 
“the lower, but still high, level of 
plant and equipment outlays in 
prospect for this year need not 
materially affect the nation’s eco- 
nomic growth if other types of 
growth-generating activity take 
their place’—things such as re- 
search and development, nor 
which expenditures are still grow- 
ing; education and research, and 
“those activities aimed at satisfy- 
ing the consumption demands of 
a growing population and the in- 
vestment demands of a growing 
business community.” 
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lican members of the McClellan 
committee—is U.A.W. President 
Walter Reuther. Led by Sen. 
Barry Goldwater of Arizona, top 
Reuther adversary, the G.O.P. 


members refused Democratic 
proposals that Reuther be al- 
lowed to. state the U.A.W.’s 


case before the evidence on the 
strike was all in. 

The procedural deadlock, 
which lasted five days, was 
broken when Chairman John L. 
McClellan, D. Ark., agreed to 
Republican proposals that eyewit- 
nesses and strikers testify on vio- 
lence, secondary boycotts and 
other alleged actions during the 
strike. 

As a result the hearings opened 
with the president of the U.A.W. 
Local 833 at Kohler, Allan 
Graskamp charging that “unbear- 
able working conditions” at the 
Sheboygan plumbing company 
firm caused the strike. Counter- 
ing were Kohler employes who 
claimed they were forcibly pre- 
vented from going to work by 
mass and violent, Auto Union 
picket lines. 


Politicians Can Be Relied Upon 


In the background of the testi- 
mony are the rival political line- 
ups that can be expected to flare 
up during the hearings. It started 
with the opening hearing when 
McClellan caustically noted that 
the investigation “transcends the 
political fortunes of any member 
of this committee,” adding that 
the hearing would go on until a 
majority agreed all the facts were 
in. 

Reuther and Kohler Company 
president, Herbert Kohler had 
prepared statements at the open- 
ing hearings, even though they 
were ruled out of testifying at the 
time. Kohler charged more than 
800 acts of violence by the 
U.A.W.; the union countered that 
Kohler was trying to destroy it. 

Reuther, on the sidelines, ac- 
cused the Republicans and espe- 
cially Goldwater of delaying his 
appearance until the U.A.W. has 
been “smeared” in the hearings. 
He is scheduled now at the end 
of the hearings and a face-to-face 
Reuther-Goldwater debate prom- 
ises some delayed fireworks. 


2 Leonard Crude Oil Co. 
Officials Die in Air Crash 


(Picture on page 1) 


New Buffalo, Mich.—Three 
men, two of them officials of 
Leonard Crude Oil Co., were 
killed near here recently. The 
plane in which they were riding 
was forced down in a snow storm. 
They were enroute to the com- 
pany’s refinery at Alma, Mich., 
from Tulsa. 

The dead are William Elliott, 
Manager of Crude Oil Purchases; 
Delbert Hewitt, Company Presi- 
dent; and Stanley King, a com- 
pany pilot. 


Copper Price Drops 


New York—Custom smelters 
have dropped the price of copper 
to 23¢ a pound. That is “’¢ a 
pound below the former 23'2¢ 
price and the lowest price 


since 1950. 


Armed Forces Selling Its 


(Continued from page 1) 


e A grab-bag of usuable equip- 
ment is being put on the block; 
aircraft parts; materials handling 
equipment; construction machin- 
ery; machine tools; marine equip- 
ment; tires and tubes; shop and 
warehouse equipment—benches, 
bins, racks, and the like; office 
machines; general hardware— 
hand tools, chains, hose, pipe 
and fittings, and such; refrigera- 
tion and _ heating equipment; 
electrical and electronic gear; 
building materials; textiles and 
clothing; metal sheet remnants— 
tubings, bars, structural steel, 
cable, Etc.; packaging supplies. 

Over the next few weeks, the 
Pentagon has surplus sales—each 
one to be run as an auction— 
scheduled for March 25 and 
April 21 at the army’s Letter- 
kenny Ordnance Depot, Letter- 
kenny, Pa.; for March 28 at the 
Philadelphia Naval Shipyard; for 
April 10 at the Naval Supply 
Center at Norfolk, Va.; and for 
May 6 at the Army’s Engineer 
Depot, Granite City, Ill. 


$4.9 Billion in 1957 


In fiscal 1957, the military 
services declared $4.9 billion 
worth of goods excess to their 
needs. This total, of course repre- 
sents original acquisition costs. 
Much of surplus pile is made up 
of armament—guns, tanks, ships, 
and the like—which is salable 
only as scrap. The services, how- 
ever, cannibalize the weapons for 
usable components as much as 


possible. A _ starting generator, 
for instance, in an old B-36 


bomber may be in good enough 
shape to be sold on the commer- 
cial market. 

With the step-up in defense 
spending and the resulting in- 
crease in the rate of obsolescence 
of military goods, the volume of 
excess equipment is growing. 
But before the excess goods are 
put on the open market, they are 
screened through an_ elaborate 
inter-government process—some 
goods are turned over to other 
services or civilian agencies 
which can use the equipment, a 
considerable amount is donated 
to educational institutions, hospi- 
tals, civic organizations like the 
Boy Scouts, and suchi. 


Remainder on Open Market 


The remainder is sold on the 
open market—either as_ usable 
and salvage material or as scrap 
and waste. Of the $4 billion 
worth of equipment declared ex- 
cess last year, $1.6 billion worth 
was sold as usuable commercial- 
type equipment. The govern- 
ment’s return: about 10¢ on the 
dollar. On high-cost armament 
turned into scrap, the return was 
under 3¢. The military started 
off fiscal 1958, last July 1, with a 
hoard of $6.5 billion worth of 
excess goods available for dis- 
posal. 

With the volume of military 
surplus sales on the rise, you'll 
find it hard to keep track of in- 
dividual disposals. But the sim- 
plest way is to subscribe to the 
official “Synopsis of U. S. Gov- 
ernment Proposed Procurement, 
Sales, and Contract Awards.” 
The synopsis lists schedules of 
major surplus sales, is available 
for $7 annually from the U. S. 
Dept. of Commerce, Rm. 1300, 
433 W. Van Buren St., Chicago, 
Ill. 
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You can also get on lists to 
receive invitations to bid. In the 
Air Force, there’s a centralized 
bidders’ list; to get it, write to the 
Disposal Officer, Bldg. 1585, 
SASPRB, Kelly AFB, Texas, ask 
for AMC Form 88 which will 
allow you to describe types of 
surplus goods you're interested in. 

For the other services, write 
to the property disposal officers 
at the nearest continental army 
command headquarters and to 
Dept. of the Navy in Washington 
for a listing of types of surplus 
goods being sold at principal in- 
stallations. 

The military services use sev- 
eral methods to sell surplus goods: 

e Competitive sealed _ bids. 
This is the principal procedure 
used for large lots. Invitations to 
bid are sent to persons on the 
bidders’ list well in advance of 


the bid opening date. Prospective 


Surpluses 


buyers are allowed to inspect th 


equipment, but must deposi 
20% of their bid prices. 

e Auction sales. This methox 
is being used more frequenth 
since it normally yields highe 
returns for the government. It i 
used when a substantial quantit 
and variety of materials with wid 
commerical applications are pu 
on the block. Catalogs describ 
ing the items on sale are distrib 
uted in advance to prospective 
buyers on the bidders’ lists. 

Negotiated sales. This i 
used sparingly—Congress frown 
on the practice—for perishabl 
goods requiring immediate dis 
position. - 

e Site or spot bid sales. Thi 
is used when small quantities o 
material are offered. Prospectivi 
buyers inspect the equipment anc 
then submit sealed bids on the 
spot. 


(Continued from page 1) 


and Sunbeam appliances—toast- 
ers, irons, radios, and other small 
items—at any price they desire. 

Price wars were reported al- 
most immediately following the 
announcements. On some items 
tags were knocked down as much 
as 40 per cent. 

And it’s resulting in increased 
demand. Advertisers, quick to 
alert shoppers to new bargains, 
reported increased runs on their 
previously slow moving General 
Electric and Sunbeam lines. 

General Electric’s decision to 
abandon “fair trade” (fixed retail 
prices) marks the end of a long 
fight. The company has_ been 
spending millions in suits to en- 
force fair trade contracts. 


It means stores all over the 
country can now sell General 
Electric toasters, irons, radios 


and other small appliances at any 
price they want. Flash bulbs are 
the only item that will remain 
under fair trade coverage. 

G.E.’s large home appliances 
have never been fair traded. The 
company gave up in its attempt 
to regulate prices on these large 
items years ago. 

Under fair trade, producers are 
allowed to fix minimum tax on 
their own products—but only in 
those States that have laws en- 
forcing fair trade. 

G.E., a front runner in the 
fight to enforce fair trade has been 
fighting a losing battle. Only last 
October, The United States Su- 
preme Court refused to review a 
G.E. appeal. 

Actually, there has been a 
growing number of court defeats 
for fair trade proponents over the 
past few years. In 1956 for ex- 
ample, three State Fair Trade 
laws were abandoned . . . leaving 
only thirty two (32) States with 
such laws. 

Other large companies have 
also been giving up the fair trade 
fight. Westinghouse, a major G.E. 
competitor, dropped it in 1955, 
and only two months ago East- 
man Kodak terminated its agree- 
ment with retailers. 

Louisville, Ky.—The largest 
shipment of major appliances is 
on its way to northern California, 
General Electric officials an- 
nounced. Almost ten thousand 


G. E., Sunbeam End Fair Trade Battle; 
Now Comes the Price War.... 


units of a variety of appliances 
from automatic washers to re- 
frigerators are included. Six rail- 
roads, Louisville & Nashville, Al- 
ton & Southern, Missouri Pacific, 
Denver and Rio Grande Western, 
Union Pacific, and Southern Pa- 
cific, will use 140 freight cars. 


Byrd Changes Mind, 
Will Seek Re-Election 


Washington — Even though 
Sen. Harry F. Byrd, D., Va., has 
changed his mind and decided to 
run for re-election, he is going to 
give the nod to Sen. Robert S. 
Kerr., D., Okla., to run the Sen- 
ate Finance Committee’s mone- 
tary and credit hearings when 
they resume in mid-March or 
late-March. 

Byrd, Committee Chairman, 
will preside of course over any 
tax legislation this session, and 
will continue in the chairmanship 
of the finance committee if the 
Democrats retain control of Con- 
gress in this fall’s elections. But 
Kerr’s influence is expected to 
rise as well, and the money hear- 
ings will be the first big test o! 
the Oklahoman’s power. 


St. Joseph Lead Co. 
Will Close Three Weeks 


Bonne Terre, Mo.—St. Joseph 
Lead Co. plans a_ three-week 
shutdown this month because the 
firm is “piling up a seriously large 
and costly inventory and foreigi 
producers were selling lead wu 
this country well under marke! 
prices.” 

The production curtailment in 
southeastern Missouri will take 
about 6,000 tons of lead off the 
market. 


Esso Announces Cut 


New York—FEsso Standard Oi 
Co. is cutting industrial fuel oi! 
prices another 10¢ per barre 
along the East Coast. This is the 
second such cut in the past 
month. Reduction applies to al 
points from Maine to Charlestor 
—plus Baton Rouge and New 
Orleans. 
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Bringing two purchasing agents together overa 
friendly lunch resulted in an unusual sale. 


It all started at the plant ofan appliance manufacturer 
where Jack Hammond, an Inland sales representa- 
tive, watched asal2” diameter hole was blanked out of 
a sheet of steel. Noting carts filled with the punched 
out discs, he asked what was done with them. “We 
sell them for scrap,” was the answer. 


A few days later, Jack was in the plant of another 
customer a metal specialty fabricator. Here, he 
saw a cup being drawn from steel circles...and got 
an idea. After cross-checking specifications, he found 


“Jack, 
you're the 
world’s best 
doughnut-hole 
salesman!” 


soreee. 


that the scrapped blanks of customer “A” would work 
perfectly for customer “B.” 


Getting these customers together at lunch had this 
happy result: one, now, obtains a much better price for 
his blanks... the other has a steady source of pre- 
shaped steel circles at a price that reduces his produc- 
tion costs over $6,000.00 a year. 


We like to feel that Jack’s action in this instance is 
typical of all Inland sales representatives. We think 


that their interest goes beyond just “selling steel.” We 
hope you do too. 


INLAND STEEL COMPANY 


30 West Monroe Street - Chicago 3, Illinois | Sales Offices: Chicago « Milwaukee + St. Paul» Davenport - St. Louis - Kansas City « Indianapolis - Detroit - New York 


March 


Purchasing Week 


You get these 


extra values at 


no extra cost with 


UBE-TURN 


Stainless Steel 


@ 


Fittings 


Fittings meet all standard chemistry specifica- 
tions 


Minimum wall thickness of elbows at least 
872% of nominal 


All fittings meet calculated bursting pressure 
of matching pipe 

Qualified welders and procedures used where 
welding is required 


Each fitting properly solution heat-treated 
Each fitting passivated 


Special grades of stainless steel and all other 
alloys available 


Meet all standards: ASTM A403 (for material and 
manufacturing procedure); MSS SP43 and ASA 
B16.9 (for dimensions); and MSS SP25 (mark- 


ing procedure). 


UNIFORM WALL. TuBE-TuRN*® Stainless Steel Elbows 
meet ASA standards of 8714% of nominal thickness... 
particularly important for light wall fittings. Many conven- 


tional stainless 


“TUBE-TURN” and “tt” Reg. U.S. Pat. Off, 


WALL THICKNESS 


COMPANY IDENTIFICATION 


below nominal thickness. All TUBE-TURN Fittings match 
calculated bursting strength of the pipe. 


The trademarks “tt* and “TUBE-TURN” 


the quality products of Tube Turns, 


32 


are applicable only to 


COMPLETE IDENTIFICATION. You évow this fitting CUTS PURCHASING COSTS. You can order TUBE-TURN 
conforms to specified quality because the material type and Stainless Steel Fittings from your nearby Tube Turns’ Dis- 
quality control are fully identified. Manufacturer, size, wall tributor . . . on the same order as other types of welding 
steel elbows are as much as 30% to 400%  thicknessand schedule are also marked as shown on the fitting. fittings in Tube Turns’ line of 12,000 products. Cuts red 


TUBE-TURN A DIVISION OF NATIONAL CYLINDER GAS COMPANY | 
* 


¥ Me * 


& 


TUBE-TURN* Stainless Steel Elbows and Tee in a petrochemical plant. 


LABORATORY 
CONTROL NUMBER 


SCHEDULE NUMBER 


MATERIAL DESIGNATION _ 


tape. Saves time. x 


Available promptly from Tube Turns’ Distributors in all principal cities 


TUBE TURNS |. 


Louisville 1, Kentucky I 

DISTRICT OFFICES: New York® Philadeiphia « Pittsburgh « Chicago « Detroit 1€ 

Atlanta « New Orleans « Houston « Midland « Dallas « Tulsa « Kansas City » Denver é 
Los Angeles « San Francisco « Seattle 

IN CANADA: TUBE TURNS OF CANADA LIMITED, Ridgetown, Ontario * DISTRICT a 

OFFICES: Toronto, Ontario « Edmonton, Alberta * Montreal, Quebec * Vancouver, B.C. \ 


Purchasing Week March 3, 1958 


